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... PROBLEM OR OPPORTUNITY? 


At the rate of more than 100,000 a month, 
young men from the Armed Services are return- 
ing to civilian life. Eventually over 11,000,000 
of our nation’s finest will be back with us. 


Absorbing these men into the economic life 
of the nation is going to present difficulties. 
Adjustments and rearrangements will have to 
be made and help and encouragement offered. 


But the problem part of this national read- 
justment has been over-emphasized . . . The 
opportunity part has not been emphasized 
enough! For the returning veteran is the hope 
of all of us for a better America than we have 
ever known before. The future of our nation is 
in his hands. 


Experienced beyond his years 


His youth, strength and energy, backed up by ex- 
perience beyond his years; his imagination, initia- 
tive and capacity for leadership; his idealism, sea- 
soned by a hard-won grasp of realities, and his 
common sense—these precious things, as they flow 
into the stream of our nation’s life, hold extra- 
ordinary promise. 


Consider the impact on our thinking of millions 
of men like this! Big industrial organizations, 
small business enterprises, farms, government, the 
arts and sciences—all will benefit from the return 
to the home front of these clear-eyed, straight- 


thinking, vigorous young men—the finest speci- 
mens of our entire population. 


With these young men of America back with us, 
establishing families and building homes, we will 
have little to fear for the American way of life, 
much to hope for in economic and social progress. 


Do you wonder that the returning veteran doesn’t 
want to be treated as a hero? . . . That he doesn’t 
want sentimentality; and, above all, doesn’t want 
to be regarded as a “problem.” All he asks is an 
opportunity to show what he can do. And he is 
going to get that opportunity! 


At Equitable—jobs as good, or better 


The Equitable Life Assurance Society of the United 
States has 2,039 of its employees and agents serving 
in the Armed Forces. They will return to jobs as 
good or better than the ones they left. A number 
already have! Equitable veterans will receive “‘re- 
fresher” courses to bring them up-to-date on the 
newest developments in life insurance and in 
Equitable services. More than that, Equitable plans 
to provide them with opportunities to advance 
themselves, because we know that by so doing we 
will help Equitable serve its policyholders and in- 
sure continuing progress in broadening the Society’s 
services to the American public. 


Gl. Ha: 


PRESIDENT 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


THOMAS I. PARKINSON, President 


393 Seventh Avenue, New York 1, N.Y. 


Tune in The Equitable’s coast-to-coast radio program, “THIS IS YOUR FBI,” presented as a public service over the Blue 
Network every Friday evening, 8:30 P. M., E. W. Time; 7:30 P. M., C. W. Time; 6:30 P. M., M. W. Time; 8 P. M., P. W. Time. 
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YOUTH HOLDS THE FUTURE 


This truth 1s as inevitable as tomorrow’s sunrise. 


Men and women engaged in the life insurance business know this 
and they have accepted without reservation the great responsi- 
bility it imposes on them. | 


As a result, the boys and girls of America are the 
most fully protected in the world, and family bread- 
winners are responding in ever-increasing numbers 
when it is suggested that they safeguard their de- 
pendent wives and children. 


However, there is much more to be dome before this job 
of assuring the security of our future citizens will 
have been completed. 


And it WILL BE DONE! 


This is a challenge to every life insurance 
representative. 


She PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 
HOME OFFICE NEWARK, NEW JERSEY 
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\\\ Coongra tulations 
Oni Another Year of Outstanding Progress 


ym National Association of Life Underwriters’ 56th year, 
just closed, was marked by many outstanding services to the busi- 
ness, its field forces and its policyholders. With more than 37,000 
leading life insurance men and women pledged to its nationwide’ 
program, the National Association has made, and is making, worthy 
contributions to the improvement of our great business. 
Jefferson Standard is proud that its own “Bill” Andrews was 
honored to lead this great organization during the 1944-1945 term. 


To the members of the National Association everywhere, our sincere 


thanks for the loyal cooperation you have given Mr. Andrews. 







As we face the future with confidence and enthusiasm, we 





pledge you a continuing interest in your work. 





JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


** JULIAN PRICE, President © Founded 1907 © GREENSBORO, N. C. 
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ACK IN the horse-and-buggy days, when Kansas City Life began of Life 

he t 
its operations, the idea of life insurance was almost a challenge to the ot ' 
customs of the time. But 50 years have seen many changes. Kansas . 
City Life has throughout this past half century progressed steadily—in the m 


insurance in force, in the building of a competent, highly-trained sales 
organizaticn, and in the expansion and improvement of policyowner 
service. 


In the life insurance industry as a whole, vast strides have been made 
during these years in creating good will for our business and in en- 
trenching life insurance even more deeply in the minds of Americans. 





The nation-wide anti-inflation advertising campaign of the Life Insur- Se 
ance Companies of America is performing an important public service, eke 
and has done much to strengthen the position of life insurance. The — 
program to encourage members of the armed forces to hold and keep i 
in force their National Service Life Insurance typifies the determina- The | 
tion of the industry to see that life insurance actually performs in all a 


instances the services for which it is designed. 









We are proud of the part Kansas City Life has taken in the outstand- 
ing progress the life insurance industry has made in the past 50 years, 
and we look forward with interest and optimism to sharing in the 
greater progress that will be made during the next half century—the 
streamlined era of professional life underwriting. 
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Connell 


Baumann Secretary; 
Hilmes, Moynahan, 
Pimie New Trustees 


Geographical Distribution 
in Association's Official 
Family Well Maintained 


While it was a foregone conclusion, 
the election of Clancy D. Connell, 
Provident Mutual Life, New York, as 
president of the National Association 
of Life Underwriters at the meeting of 
the trustees at the Edgewater Beach 


hotel in Chicago this week was none- 
the-less 

members. 
the 


most acceptable to N.A.L.U. 


It puts at the helm one of 
in association 


most popular men 
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Jul B. Baumann 


Philip B. Hobbs 


tanks, one whose ability has been thor- 
oughly tested and assures a strong ad- 
ministration ranking with any of those 
in former years. 


Hobbs Is Vice-President 


The advancement of Philip B. Hobbs, 
Equitable Society, Chicago, to vice- 
president, and the reelection of Walter 





JOHN D. MOYNAHAN 


E. Barton, Union Central Life, New 

ork, as treasurer were likewise un- 

Opposed, and fully deserved by their 

fecords in association service. 

For secretary, the only major office 

for which there was a contest, Lee B. 
(CONTINUED ON PAGE 2: 
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Takes OverasN. 





Installed as President of N.A.L.U. 








CLANCY D. CONNELL 


Clancy D. Connell, general agent of 
Provident Mutual Life in New York, 
new president of the National Associa- 
tion of Life Underwriters, was born at 
Governeur, N. Y., and was graduated 
from Hamilton College, Clinton, N. Y., 
in 1912. After seven years in social 
work, he entered life insurance in 1920 
under Graham C. Wells, for 20 years 
general agent of Provident Mutual in 
Pittsburgh. Two years after Mr. Wells 
opened his agency in New York. Mr. 
Connell became his agency supervisor 
and in 1927 his partner. Upon the retire- 
ment of Mr. Wells in 1932, Mr. Connell 
took full charge of the agency. 

Ever since he entered the business 23 
years ago, Mr. Connell has been active 
in association work. For several years 
he was a member of the executive com- 
mittee of the New York City associa- 
tion and served as chairman of several 
of its important committees. For three 
years he was secretary-treasurer and in 
1931-32 was president of that associa- 
tion. He represented the New York 
City association as its national commit- 





Past Presidents on Hand 


N.A.L.U. past presidents on hand in- 
cluded Lester O. Schriver, Aetna Life, 
Peoria; Herbert A. Hedges, Equitable 
of Iowa, Kansas City; C. Vivian Ander- 
son, Provident Mutual, Cincinnati; O. 
Sam Cummings, Kansas City Life, Dal- 
las; John A. Witherspoon, vice-president 
Volunteer State Life; Holgar J. John- 
son, president Institute of Life Insur- 
ance, and J. Stanley Edwards, Aetna 
Life, Denver. 





teeman, 1931-42. He has been vice- 
president and president of the New 
York state association and has served 
as chairman of its central legislative 
committee. 

Mr. Connell became a trustee of the 
National association in 1941. He was 
named secretary to fill the vacancy 
caused by the resignation of Wilbur W. 
Hartshorn and at the Detroit conven- 
tion last September was elected vice- 
president. He has served on many im- 
portant national committees and is now 
chairman of the agency practices com- 
mittee. 





“Convention by Mail” 
Covered in This Issue 





Because it was impossible to hold a 
regular convention this year, the Na- 
tional Association of Life Underwriters 
arranged a “convention by mail” pro- 
gram, with eight outstanding producers 
preparing “addresses,” all tied in with 
the convention theme, “The Life Un- 
derwriter in a Dynamic Democracy.” 

The “speakers,” all of whose papers 
are presented in this issue, include Paul 
a Metropolitan Life, Westchester, 
N. James I. Caldwell, National Life 
& PER sy Nashville; Edward Choate, 
New England Mutual, Los Angeles; 
John E. Crampton, Connecticut Mutual, 
Detroit; Theo M. Green, Massachusetts 
Mutual, Oklahoma City; Helen B. Rock- 
well, National Life of Vermont, Cleve- 
land; Keith S. Smith, John Hancock 
Mutual, Kankakee, Ill., and Waldo T. 
Worcester, Union Mutual, Portland, Me. 


A.L.U. Head 


Capsule Convention 
in Contrast to 
Usual Stirring Show 


Expect 1946 Gathering 
to Outstrip All Others 
in Registration 


The annual meeting of the National 
Association of Life Underwriters, con- 
sisting merely of a three-day session of 
the board of trustees, was in sharp con- 
trast to the hubbub and congestion of 
the usual annual convention and will, 
everyone is sure, be in even more strik- 
ing contrast to the 1946 assemblage. Even 
the most conservative leaders are pre- 
dicting that the registration at next 
year’s convention will be at a minimum 
of 2,500 to 3,000 and others believe that 
an attendance of 4,000 is entirely within 
the realm of possibility. 

Assuming that the postwar conven- 
tions of the N.A.L.U. will outstrip in 
attendance those that have gone before, 
the choice of a convention city will 
hinge even more than in the past on 
the hotel facilities and the size of the 
main meeting place. There is consider- 
able sentiment in favor of holding the 
1946 convention at Cleveland. The Mu- 
nicipal Auditorium on the lake front 
there could accommodate the largest 
conceivable crowd that this convention 
would attract. With tentative dates 
March 11-16, Omaha was selected for the 
mid-year convention next spring. That 
was to have been the site of the 1945 
mid-year meeting that was called off. 

All of the officers and trustees, num- 
bering 17, were present for the Chicago 
meeting. There are the 12 trustees, pres- 
ident, vice-president, secretary, treasurer 
and immediate past president. Also the 
three newly elected trustees were on 
hand and at the invitation of the board, 
sat with the group. There were a num- 
ber of past presidents on hand, the four 
main men from national headquarters, 
Lawrence Baker, the Washington coun- 
sel, members of the nominating commit- 
tee and a few others who had some spe- 
cial mission. 

Most of the group arrived in Chicago 
on Tuesdav and there was considerable 
electioneering done that day in a quiet 
manner. 


Elections Held First 


The elections constituted the first 
order of business at the opening session 
Wednesday morning. That proved to be 
wise timing as the suspense was imme- 
diately lifted and the board could pro- 
ceed to tackle the agenda without dis- 
traction. The election meeting was made 
an open session with the newspaper men 
present, as the trustees at that hour 
were acting in the place of the national 
council. 

Particular emphasis is put on the fact 
that two members of the board are now 
individual agents, thev being A. C. 
Duckett, Northwestern Mutual, Los An- 
geles, and Jack Hilmes, Equitable Life 
of Towa, Des Moines. 

Wednesday afternoon was devoted to 
consideration of the report of Executive 
Vice-president James E. Rutherford. He 
had made a number of important speci- 

(CONTINUED ON PAGE 26) 
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Reduces Selling to Translating of 
Proceeds into Merchandise 


How he reduces life insurance selling 
to the translating of insurance proceeds 
into terms of food, 
clothing, shel- 
ter, education, etc., 
is told by Keith S. 
Smith, John Han- 
cock Mutual, Kan- 
kakee, Ill. Not only 
does Mr. Smith 
keep his presenta- 
tion on an earthy 
level but he keeps 
in circulation and 
keeps telling what 
he has to sell. He 
doesn’t concentrate 
on large cases and 
hence doesn’t en- 
counter delays due to the prospect pon- 
dering the wisdom of making a sizeable 
investment. 

Mr. Smith said he aims to adhere 
strictly to basic principles which have 
been well established. Most of his busi- 
ness comes from a rural territory. 

He has hearty belief in what he is sell- 
ing. He declared life insurance is not 
complicated and it is what the institu- 
tion of life insurance really does that 
counts. 

“When I encounter a person who 
shies away from life insurance as such, 
I try to get him to think of it as a pro- 
vider of the essentials of life to him, if 
he lives, and to his family if he doesn’t. 
People are basically self-interested, and 
if they can be convinced that life insur- 
ance does something for them during 
their lifetime, they usually can be made 
to listen, which is half the battle. Here 
is a plan that pays ‘you’ if you live and 
your loved ones if you don’t. 

“Some say they can save without hav- 
ing a life insurance company do it for 
them and I usually agree, depending 
upon the circumstances. Where do you 
save? As I’m interested in saving, too, 
maybe you have a place that does more 
for you than what I have in mind. Banks 
and bonds are the usual answers. In re- 
ply I ask him, ‘Would you oppose a 
plan that gives fair interest return and 
yet offers protection at very little cost?’ 
This usually arouses his interest.” 





Smith 


Keith S. 


Keeps Story Simple 


Mr. Smith uses a graphic unit chart, 
so as to focus the attention of the pros- 
pect on what he gets back if he lives and 
what goes to his beneficiaries if he 
doesn’t. He keeps his story simple and 
in terms that the prospect understands. 
“If he says life insurance is something 
he has to die to win I try to show him 
very diplomatically how inconsistent 
that statement is, because if he dies, 
someone he holds very dear receives 
what he had intended to save. 

“Calling to the prospect’s attention the 
varied and careful plans he makes in 
departing from home on a trip, I com- 
pare this preparation to planning a 
method of saving through life insurance. 
If his family misses him while he’s gone 
for a short trip, how much more would 
they miss him and the income he pro- 
vides for them if he held a one way 
ticket. 

“When the interview develops to the 
place where he is convinced of his own 
and his family’s needs, I usually ask him 
how much he thinks he should save and 
for how long, in view of what he wants 
done for himself at the end of the period 
selected. Putting the purchaser in the 
picture as a shareholder in the benefits 
of the plan being discussed relieves 
much of the pressure inherent in most 
sales presentations. 

“The social security angle is more or 
less one of getting those under covered 
employment to keep from losing what 


the social security act provides if at 65 
the benefit is not large enough to afford 
retirement. My approach is to suggest 
a plan that guarantees their being able 
to take advantage of social security. 
Would you like to pay into the social se- 
curity fund until you are 65, I ask, and 
then be unable to take advantage of the 
benefits because your monthly income 
would be too small? 


Relieving the Pressure 


“Anything that can be done in an in- 
terview to get the prospect to ask ques- 
tions relieves pressure, makes for nor- 
mal conversation and causes the pros- 
pect, unknowingly, to let down the bar- 
riers to your explanation and proposals. 
Asking the prospect near the end of my 
sales talk what he would like to do af- 
fords me an opportunity to close and at 
the same time lets the prospect feel and 
realize that he is making up his own 
mind. If he objects once or several 
times I don’t just say, O. K.—think it 
over and let me know when yov'’re 
ready, but I back up and diplomatically 
answer his objections and then move in 
for the close from another angle. I 
sometimes attempt to close three or four 
times in an interview if I am convinced 
he can and should have the insurance 
which I’m offering. 

“In talking to a farmer I talk in terms 
of so much saved a year and the net 
cost of producing so much income for 
life beginning at 60-65. A farmer dreams 
of retirement just as a factory worker 
does. A farmer who knows about pres- 
ent farm prices, also knows that life in- 
surance is a product with a stable price. 
Life insurance does the job he wants 
done, and that job is to provide for his 
family, if he doesn’t live to do so, and 
to provide for himself if he does. 

“Following are some ideas which I 
use in selling juvenile (age 0 to 14) with 
the father paying the premium: 


1. “‘Would you like to do something 
for your children that you didn’t have 
done for you?’ I ask. 

. “* Was there ever a time in your 
life when the cash value of a life insur- 
ance policy would have been of service?’ 
is another question. 

3. “Emphasizing the difference in 
cost between his own insurance the ju- 
venile insurance illustrates the economy 
of insurance for the child. 

4. “TI point out that cultivating thrfft 
at an early age, learning to save as they 
earn, is a good habit to develop. 

5. “I mention favorable insurability 
at younger ages (cite examples of unin- 
surability). 

6. “‘The earlier a policy is started, 
the earlier it is paid-up, and the cash 
values are available,’ is another potent 
argument. 

7. “‘Most far-sighted parents are do- 
ing it and your children are entitled to 
the same good things,’ appeals to par- 
ents’ pride. 

8. “‘Your child would thus have your 
guidance in proper selection of good in- 


surance company and type of policy,’ is. 


another appeal to pride. 

9. “If prospect says he wants to think 
it over, play up on how busy he has been 
and is now and you don’t wait to take 
any more time than necessary. 


Endless Chain Method 


“Ordinarily after a sale has been 
closed, I use the endless chain method 
of prospecting which leads on to new 
prospects and ones who usually are 
fairly well acquainted with the new 
client just made. This helps me by plac- 
ing the prospect in a more receptive 
frame of mind and causes him to have 
more confidence in me than if I had no 
references to offer. 

“T find it helpful to call every new 
prospect’s attention to the age, stability 
and background of the company I repre- 





Sales Plus Service 
Equal More Sales 





Industrial Agent's 
Advantages and Problems 
Are Reviewed 


The advantages and problems of the 
industrial agent were reviewed by James 
I. Caldwell, Na- 
tional Life & Acci- 
dent, Nashville, 
who emphasized 
the importance of 
service as a factor 
in sales. 


“Without _ sales, 
we are not in busi- 
ness,” Mr. Cald- 
well said. “The 


agent who can 
maintain the right 
kind and amount 
of service for his 
policyholders and 
turn this service 
into more sales reaps the fullest possible 
benefits. 

“There are many reasons why people 
buy life insurance and varied methods 
used in selling it, but those points are 
elementary. Although we may be very 
proud of every close we make, it doesn’t 
necessarily follow that we are always 
due all the credit for developing the sale. 
For instance, it may just be that we hap- 
pen along as the right man in the right 





James I. Caldwell 


place at the right time. In some cases, 
it may be that some other agent has 
helped to pave the way for us; in others, 
the prospect may have seen an adver- 
tisement or a picture in some other com- 
pany’s advertising; still others may have 
seen life insurance in action. Any one 
of these may have helped our sale. 
“Certainly the wide-awake agent who 
gets business through service is entitled 
to it, and this merely serves to empha- 
size the importance of service and the 
opportunities which it brings about. 


Changes That Cause Needs 


“There are many changes which occur 
in people’s lives to bring about the need 
for additional life insurance—marriages, 
new babies, promotions, new homes, 
new businesses—and because these are 
normal happenings in the community, 
the debit man, who is constantly expos- 
ing himself to people, is selling more 
and more ordinary business. The rec- 
ords in this respect strongly prove the 
value of service as a producer of new 
business. 

“Frequently the prospect is already 
convinced of the need for life insurance 
and is really looking for an excuse to 
buy, or an easy way to buy, and the 
agent who exposes himself at that time 
with a convincing message will most 

(CONTINUED ON LAST PAGE) 


sent and to the large number of people 
who are providing for themselves and 
their families through the various types 
of contracts we write. 

“Life insurance and savings aren’t ra. 
tioned or limited by the war and a life 
underwriter must recognize that fact, 
Our commodity or stock in trade is an 
intangible idea that must be made tan. 
gible. A lady once stopped me cold a 
the door by saying, Are you a life in. 
surance agent? After I replied in the 
affirmative, she proceeded to try and 
shoo me off the place, whereupon I told 
her my brief case contained three square 
meals a day (if she had the points, my 
company would furnish the money), 
clothing, education for her children and 
security against dependence for herself 
when she reached the sunset of life. This 
remark caused her to ask questions 
which finally led to her telling me where 
I could locate her husband and a suc. 
cessful interview followed with both 
husband and wife listening to and look- 
ing at my sales presentation of food, 
clothing and shelter as it could be in 
terpreted through life insurance. 

“The life underwriter’s problem today 
is further complicated by the fact that 
people are very busy. It is essential to 
be able to say old things in a new way 
in order to attract readily the prospect's 
attention to your proposal. 


Outlay Is Not Large 


“As my average size sale is around 
$2,300 to $2,500 and usually doesn’t in- 
volve more than $50 to $75 annual pre- 
mium, the prospect doesn’t feel that he 
has to spend a great deal of time giving 
thought to the proposition after I make 
my proposal, especially if I have con- 
vinced him that his present life insur- 
ance program is inadequate. 

“In asking for time to explain my prop- 
Osition to a prospect, I let him know in 
advance that the explanation is simple, 
easy to understand and that it takes 
about five minutes to go through it. It’s 
my job in this explanation period to get 
him to ask questions and help to sell 
himself. 


Don’t Keep Product Secret 


“I offer to shake hands with every 
person I meet regardless of how dirty 
his hands are and greet him with a smile 
and make him feel in every way possible 
that it is a pleasure to make his ac- 
quaintance. Most people appreciate 
your telling them who you are, what 
you represent and what you are there 
for. An offer of extending your com- 
pany’s services to him is different, in 
most cases, from the way he has beet 
approached by an insurance man before. 

“As a life insurance agent, in these 
changing times, I still can find no reli- 
able substitute for an exposition of my 
planned method of saving and protectiot 
to many qualified prospects every day: 
Keeping what I have to offer a secret 
will never collect any premiums, give 
my company any business, provide fot 
anyone’s old age or protect any families. 
Neither will it build a renewal account, 
give me any new business, provide for 
my old age nor provide for my ow! 
family. 


Still Must Sell People 


“Few. people can predict the problems 
they are likely to face in the years ahead 
and comparatively few have a real ut 
derstanding of how life insurance call 
help them meet these problems. Fot 
that reason, in spite of the fact that 
many people have more money that 
ever before, we must continually se¢ 
more people and present our story com- 
vincingly in order to be of service t0 
these people and sell a good volume 0 
business.” 
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Expect Training 
Program to Get 
Under Way in Fall 


Raise $45,000 a Year 
for Institutional 
Educational Effort 


Pledges totaling $45,000 a year have 
been received to support the institu- 
tional underwriter education and train- 
ing plan and it is expected that the 
project will get underway early in Sep- 
tember, Clifford H. Orr, National Life 
of Vermont, Philadelphia, chairman of 
the N.A.L.U. education committee, re- 
ported. The program which was adopt- 
ed at the Detroit meeting last year 
with an appropriation of $15,000 by the 
N.A.L.U. has been supplemented by a 
$25,000 a year pledge from the Life 
Association of America and a $5,000 
pledge from the American Life Conven- 
tion. Mr. Orr said it is possible that 
another $5,000 contribution can be se- 
cured to bring the project up to its goal 
of $50,000 a year. 

The program was approved at a con- 
ference of representatives of the two 
contributing company organizations as 
well as the Association of Life Agency 
Officers, American College of Life Un- 
derwriters and the Sales Research Bu- 
reau in New York last December. The 
conference group will meet again in 
September and at that time the N.A. 
L.U. committee will recommend activi- 
ties along the following lines: 


Program Outlined 


Preparation of courses to be conducted 
by local associations of life underwrit- 
ets; aid and encouragement, but not 
direct financial assistance, to schools 
and colleges desiring to establish two 
to four year courses in life insurance 
as well as short courses ranging from 
one week to a year; possibly correspond- 
ence courses for agents at isolated 
points; cooperation with the educational 
directors of companies so as to make 
available to them all information se- 
cured and procedures developed. 


Extend Purdue Course 


Through the efforts of the commit- 
tee the short course for life agents at 
Purdue University will be extended to 
one year. It is hoped that a class of 50 
will start in November and another class 
of the same number will start in Janu- 
ary. The program consists of a six 
weeks period of elementary training by 
means of classroom instruction, followed 
by 12 weeks supervised training in the 
field; then six weeks intermediate train- 
ing through instruction on the campus 
followed by 12 weeks field training and 
finally a six weeks advanced training 
on the campus, followed by 10 weeks of 
field training, a total of 52 weeks. 

_The Connecticut association and the 
University of Connecticut held an ad- 
vance underwriter education and train- 
img course early in August. Plans for 
other courses are considered at Butler 
University, Indianapolis, Cleveland Col- 
lege of Western Reserve University, 
North Montana College, and Univer- 
sity of Richmond. Local associations 
are asked to devote their September 
Meetings to the topic of education. 


Veterans Plans Told 


Plans for the new N.A.L.U. division 
of veterans’ affairs, headed by Donald 
F. Barnes as director, will be sent to 
local associations about Sept. 1. Al- 
though the initial work was developed 
at the suggestion of the committee on 
(CONTINUED ON PAGE 30) 
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Preserving N.S.L.I. Called Important Federal 
Dynamic Opportunity 


John E. Crampton, Connecticut Mu- 
tual, Detroit, for some time has been 
devoting himself 
diligently to learn- 
ing all the ins and 
outs of National 
Service Life Insur- 
ance, so as to be of 
the greatest service 
to veterans and 
their families. He 
has become an au- 
thority on the sub- 
ject, and not only 
knows the various 
provisions and 
terms in close de- 
tail but finds that 
many service men 
in arranging of beneficiary designations 
and in other ways are not taking full 
advantage of their opportunities or are 
actually depriving dependents of bene- 
fits. 

Mr. Crampton implores insurance men 
to become posted on N.S.L.I. matters so 
as to be able to advise veterans intelli- 
gently; he believes associations and in- 
surers should engage in ardent campaigns 
to persuade veterans to conserve “this 
heritage of protection for posterity.” 
Also he advocates that the services and 
veterans administration encourage pre- 
payment of premiums from the man’s 
final service pay. 


New Conception of Protection 


Mr. Crampton said the men in the 
armed services have established a new 
standard and a new conception of pro- 
tection for their dependents, but because 
of unfamiliarity with the modes of set- 
tlement, many men have deprived their 
families of the maximum benefits of 
N.S.L.I. The agents, he declared, have 
an obligation in the preservation of this 
protection and to interpret its extent and 
provisions to the men and their families. 
Also he said the agents should attempt 
to raise the standard of protection of the 
civilian public to that established by men 
in uniform. 

In 1941 he recalled there was $124 bil- 
lion of life insurance in force on 65 mil- 
lion policyholders and the average policy 
was about $1,900. At the time of Pearl 
Harbor there was a relatively small 
amount of N.S.L.I. in force. 

He observed that U. S. Government 
Life Insurance, which was instituted in 
the previous war, originally amounted to 
about $40 billion but it evaporated 
quickly and today there is only about 
$21%4 million in force. In other words, 





John E. Crampton 


about 95% of it lapsed following the 
last war. 

On July 1, 1945, there was in force 
about $153 billion of civilian insurance 
and $137 billion of N.S.L.I. This means 
that civilian life insurance has increased 
$29 billion. It is estimated there are 70 
million policyholders and the average 
policy is about $2,150. In the same period 
men in uniform have purchased $137 bil- 
lion of N.S.L.I. There are 14% million 
policyholders and the average size policy 
is $9,225. About 95% have the $10,000 
maximum. The N.S.L.I. policyholders 
are paying more than $1 billion a year in 
premiums. 


Also Have Private Cover 


Most of those in the armed services 
\continued their civilian insurance, many 
of them through the cooperation of the 
government under salary allotment 
plans and under the soldiers and sailors 
civil relief act. It is estimated that the 
average protection for the man in serv- 
ice was $11,375. 

Many men in uniform, he said, do not 
thoroughly understand their insurance 
because it is payable in the form of in- 
come and they have denied to their 
natural beneficiaries the full benefits of 
the protection. Mr. Crampton pointed 
out that the method of payment of pro- 
ceeds of N.S.L.I. depends upon the age 
of the beneficiary at the time of the 
claim. There is provision for naming a 
principal and a contingent beneficiary. 
Under the law if no valid beneficiary is 
designated or if the designated bene- 
ficiary, either principal or contingent, 
should die before the end of the guar- 
antee period, the remaining proceeds 
will be paid in the following order: first 
to the wife, if living; if there is no wife, 
then to the child or children of the in- 
sured equally; if there is no child or chil- 
dren, then to the parent or parents of 
the insured equally; and if none of the 
above-named classes survive, then to the 
brothers and sisters equally. 


20-Year Plan or Annuity 


If the beneficiary is under 30 proceeds 
may either be paid over a period of 20 
years or they may be paid as a life in- 
come under an installment refund annu- 
ity. The second plan provides that if 
the principal beneficiary does not live to 
receive total payment aggregating the 
face of the policy, the balance of the 
payments at the same rate will be paid 
to the contingent, otherwise by law in 
the sequence set forth above. 

(CONTINUED ON PAGE 28) 








Over 1,300 to Win 
Quality Award 


Over 1,300 life men will qualify for 
the new national quality award this 
year, McKinley H. Warren, Phoenix 
Mutual, Boston, chairman of the N.A. 
L.U. committee on conservation, report- 
ed. The award was established in co- 
operation with the Sales Research Bu- 
reau to give public recognition to con- 
sistent producers who render high qual- 
ity service. Certificates of award, as 
well as small pocket replicas of them 
are being prepared for each successful 
candidate and will be forwarded to the 
presidents of local associations imme- 
diately so they can be presented at early 
fall meetings. 

Certain amendments to the qualifying 
rules are desirable, according to Mr. 
Warren. The bureau’s committee is now 
discussing with companies the clarifica- 
tion of the qualifying rules in regard to 
production minimums and credit for 
various types of business. The rules al- 
so are being studied in order that the 
award may be as practical as possible. 
The proposals will be considered at a 
meeting of the joint committee in the 


Attorneys Indicate 
Desire to Cooperate 


Attorneys recognize the significance 
and importance of joining with the 
N.A.L.U. in cooperative efforts to bet- 
ter serve the public, Edward J. Dore, 
Berkshire Life, Detroit, chairman of the 
committee on cooperation with attor- 
neys, reported. As a result of the con- 
ference between the N.A.L.U. commit- 
tee and the unauthorized practices of 
law group of the American Bar Associ- 
ation regarding underwriting activities 
in pension trusts and the estate plan- 
ning, suggestions are being prepared 
by Albert Hirst, New York City, the 
N.A.L.U. committee’s special counsel, 
and Edward M. Otterburg, New York, 
on behalf of the American Bar Asso- 
ciation, for enlarging the 1940 statement 
of principles. 

After the amendments are prepared a 
joint conference group probably will be 
named to approve them and to survey 
the possibilities of joint activity to end 
encroachment in both fields. 








fall so they can be incorporated in the 
1946 award announcement. 


Tax Legislation 
Seen in Offing 


N.A.L.U. Committee 
Reviews Outlook for 
Action in Congress 


Many important matters will require 
the attention of the N. A. L. U. commit- 
tee on federal leg- 
islation the coming 
year, its chairman, 
Judd C. Benson, 
Union Central 
L i f e, Cincinnati, 
reported. 

W hile revenue 
legislation must or- 
iginate in the 
House, it appears 
that the Senate will 
take the initiative 
in respect of post- 
war taxes. Senator 
George, chairman 
of the Senate 
finance committee, has announced that 
the committee will open public hearings 
on postwar taxes in October, the aim 
being to write postwar tax legislation 
that will raise “a minimum of $14 to $16 
billion a year.”” Senator George has in- 
dicated that the committee will explore 
every phase of the present revenue law 
—estate and gift taxes, corporate income 
tax, excess profits taxes, individual in- 
come tax and excise taxes. 


Estate and Gift Taxes 


It has been made clear by Senator 
George that as soon as possible the 
Senate will take under consideration 
the matter of changes in the present 
federal estate and gift tax laws. Some 
are advocating increased rates and a 
broadening of the bases. Others, notably 
the U. S. Chamber of Commerce, advo- 
cate the retirement of the federal gov- 
ernment from the field of estate and 
gift taxation. This suggestion has been 
considered from time to time for at 
least 30 years and it is the belief of the 
committee that the federal government 
will stay in this field. Since Senator 
George has requested the joint commit- 
tee on taxation to study this and other 
matters and to prepare a bill or bills 
for consideration when Congress recon- 
venes, the committee has requested the 
opportunity to present its views to the 
joint committee. 


Exemption from Estate Tax 


The so-called “earmarking” proposal, 
which would permit the exclusion of a 
reasonable amount of proceeds of insur- 
ance from taxable estate if the proceeds 
are earmarked for payment of estate 
taxes, has passed the Senate on two 
occasions (the first in 1935 under the 
sponsorship of Senator Lonergan) but 
was lost on both occasions in confer- 
ences between the House and Senate 
because of Treasury influence upon the 
House conferees. The committee will 
continue to advocate the inclusion of 
this provision and believes that consid- 
erable aid may be given by the advocates 
of greater protection to small business. 

Ordinarily, transfer of property by 
gift and payment of tax based on the 
value of the property transferred re- 
moves the property from the estate of 
the decedent. Numerous complications 
arise from insistence by the Treasury, 
and acceptance by the Congress, of the 
idea that transference of life insurance 
is testamentary in character. Reversal in 
1941 of the Treasury position that part- 
ing with all “incidents of ownership” 
would remove a contract from the estate 
of the insured, and applying the “pre- 

(CONTINUED ON PAGE 29) 
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ToF ight Some of 
Wagner-Murray 
Bill Provisions 


An active campaign to defeat the 
provisions of the Wagner-Murray-Din- 
gell bill which are inconsistent with the 
statement on social security prepared 
jointly by the N.A.L.U., Life Insurance 
Association of America and American 
Life Convention is urged by the social 
security sub-committee of the committee 
on federal law and legislation. It would 
seek endorsement and active support 
build a 
the 


associations and 
throyghout 


from local 
working organization 
country to this end. 

The question of whether such a cam- 
paign should be undertaken was one of 
the matters submitted in a question- 
naire sent out by the sub-committee to 
all members of the federal legislation 
committee and answered in the affirma- 
tive by 15 of the 18 members who re- 
plied to the questionnaire. 

Also in reply to the questionnaire, the 
majority of the committee expressed a 
desire that the N.A.L.U. act indepen- 
dently in presenting its viewpoint to 
committees in Congress, providing the 


viewpoint expressed is consistent with 
that agreed upon by committees repre- 
senting the two company organizations. 
The majority believe that it should act 
cooperatively with other interested or- 
ganizations, such as the U. S. Chamber 
of Commerce and American Medical 
Association, only when it can do so ad- 
vantageously, without in any way com- 
promising the position of the associa- 
tion. 

In reply to a third question, the com- 
mittee members recommended that there 
should be no change in the recommenda- 
tions contained in the statement on so- 
cial security. 

Resolution Reaffirms Position 

On the recommendation of the com- 
mittee, the trustees adopted a resolution 
reaffirming the position of the associa- 
tion relative to social security as pre- 
sented in the statement on social se- 
curity and authorizing the committee on 
federal law and legislation to “actively 
and vigorously oppose the enactment of 
such legislation as may be inconsistent 
with the recommendations contained in 
the statement on social security, through 
such means as may, in the opinion of 
the committee, best accomplish this re- 
sult.” 

The resolution also invites the two 
company organizations to join in study 


and consideration of the amendments to 
the social security act now before Con- 
gress, so that the life insurance industry 
may take a united stand on this legisla- 
tion. 

The subcommittee also reviews the 
establishment by the House ways and 
means committee of the so-called Cal- 
houn committee for the study of the so- 
cial security act and states that it has 
offered its assistance to this committee. 





Trained Seals Breakfast 


Around 20 attended the annual re- 
union breakfast of the “Trained Seals” 
on Friday morning in charge of John C. 
Leissler, publisher “Insurance Record” 
of Dallas. Sometime ago Mr. Leissler 
conceived the idea of having speakers 
who have appeared before the Texas tri- 
city sales congresses in Dallas, San An- 
tonio and Houston attend a breakfast 
session on one of the mornings at N.A. 
L.U gatherings. Since then it has been 
an annual affair. 





Increases Reported 

Since June, 1943, the N.A.L.U. in- 
creased its membership from 29,274 to 
37,028 as of June 30. Surplus of $76,612 
two years ago has increased to $100,481 
by the end of June. 
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e Life (Participating and e Annuities 

Non-Participating) e Sub-Standard 
e Salary Savings e Complete Group Coverage 
e Juvenile (Ag2s 0-14) e Wholesale Insurance 


e Commercial Accident and Health and Hospitalization 


Greater U 


‘See who travel the Multiple Lines route have a “clear track” to under- 
writing success. With prospects at every station—the home, office, and 
factory—the man whose kit is packed with the solution to every personal 
coverage need gets the “green light” to greater sales and earnings. For top- 
notch production, you can’t beat Multiple Lines such as: 
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‘Association of 


Vote Studies of 
Headquarters and 
Association Work 


No Agreement Is Reached 
on Full-time Attorney, 
Actuary Proposals 


The two proposals for an operational 
study of headquarters’ activities and a 
study of the functions and activities of 
the association as a whole, suggested by 
James E. Rutherford, executive vice- 
president, were adopted by the N.A.LU, 
trustees without much discussion. Frank 
L. Rowland, executive secretary Life 
Office Management Association, will 
appoint a person outside of the organi- 
zation to analyze all operations carried 
on at national headquarters and to sug- 
gest improvements. The trustees appro- 
priated $1,000 for this study. 

President-elect Clancy D. Connell 
was authorized to appoint a committee 
to review association activities with the 
view of broadening them to meet cur- 
rent and future needs. Mr. Rutherford 
suggested that the committee present 


two reports, one covering immediate ac- | 


tivities and the other a long term plan. 
Mr. Rutherford’s proposals that a full- 


time attorney and a full-time actuary be | 


employed provoked considerable discus- 
sion which lasted all Wednesday after- 
noon. Action was postponed 
Thursday morning and then it was de- 
cided to refer the whole matter to the 
new planning committee to be named 
by Mr. Connell. 

An extensive account of Mr. Ruther- 


ford’s report was published in the regu- | 


lar Aug. 24 issue of THE NATIONAL 


UNDERWRITER. 


V-J Day Doesn't End 
Necessity for War Loans 
Clifford H. Orr, National Life, Phila- 


delphia, in reporting as chairman of 
the committee on national war savings, 
points out that the end of the war does 
not mean the end of the necessity for 
war loans. The threat of inflation 
mounts as. savings accumulate and 
pressure for civilian goods accentuates. 
It is more important than ever that 
every possible excess dollar be taken 
from current circulation thus relieving 
the demand for scarce articles. No busi- 
ness group has a greater stake than life 
insurance in seeing to it that the pur- 
chasing power of the dollar is main- 
tained. 








Reelected 








E. D. Colhoun 


W. L. Dean 


Two of the trustees of the National 
Life Underwriters 
reelected at the meeting of the trustees 
in Chicago this week are E. Dudley Col- 
houn, Shenandoah Life, Roanoke, Va. 
and Wayman L. Dean, Life & Casualty, 
Jacksonville, Fla. 


until — 
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National Life of Vermont Opens Post-War Period with 
Well-Organized Plan for Agency Development —Sup- 
plying Company Assistance in Selecting and Training 
Career Underwriters 
‘‘We want to make the National not only a good policyholders’ 


company, but a company that will afford a profitable and satisfying 
career for the efficient agent.” . . . Elbert S. Brigham, President. 





THREE RECENT GENERAL AGENTS’ CONFERENCES OF NATIONAL LIFE OF VERMONT 


Above are pictures of recent General Agents’ Conference held in 
Chicago, Atlantic City and Home Office, Montpelier, Vermont. 


QUALITY BUSINESS FROM WELL-INFORMED QUALITY AGENTS 


A complete Program for Career Life Underwriters 





| PURELY MUTUAL ESTAGLISHED 





CAREER UNDERWRITERS 


-|NATIONAL LIFE 26 ‘esatist VERMONT 


1850 
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Prospect and Interview 
Salesman’s Main Needs 


The two things that the life salesman 
needs to show people how their life’s 
ambitions may be 
realized through 
life insurance are a 
prospect and an in- 
terview, Theo M. 
Green, Massachu- 
setts Mutual Life, 
Oklahoma City, be- 
lieves. Mr. Green 
has been with 
Massachusetts Mu- 
tual since 1929 and 
has always been a 





big producer. He 
first qualified for 
the Million Dollar 


Theo M. Green 


Round Table in 
1938 and became a life member in 1943. 
This year he is vice-president of the 
Massachusetts Mutual Agents Associa- 
tion. He has been in great demand as 
a speaker at sales congresses and other 
association meetings. 

As to how the agent is going to get 
the needed prospect his answer is: 
“Hunt for him.” He recalls the story of 
a boy who always found more Easter 
eggs than anyone else. Someone asked 
him why it was that he always found so 
many, to which he replied: “I don’t 
know, unless it is because I look more 
places.” 

“Now doesn’t that same thing apply 
to our business?” he asks. “We need 
to hunt Easter eggs, which, in other 
words, are prospects.” 

When the agent has found or selected 
his prospects, he needs to get the inter- 
view under the most favorable condi- 
tions, “to my mind the hardest problem 
the life insurance man has to face,” Mr. 
Green says. “At least, it is the hardest 
problem with which I have to contend; 
I wish I could solve it. 

“Before I call on a man I always cir- 
cularize him. I want him to know that 
I am going to call on him, and I want 
him to know that I am calling on him to 
talk about life insurance. If I do not 
get a favorable reception, I haven't lost 
anything, because I never could have 
done any good with him anyway. 


Talk About Problems 


“T have found that if approached in 
the proper manner, men are not only 
willing but anxious to talk about their 
problems, and believe me they do have 
problems. But the prospect must be- 
lieve that we can be of some assistance 
to him in solving these problems. That 
means we must have prestige when we 
go into his office or we must build up 
prestige before he is going to discuss 
his plan of life with us.” 

He emphsizes that the prospect’s first 
impression of a salesman is very impor- 
tant and personal appearance plays a 
very prominent part in this business. 
Therefore, he feels that one of the first 
requisites to sell an interview is to make 
a good impression. “Men like to deal 
with successful men and if we do not 
look the part, we will not get very far.” 


If It’s Wrong Day, Get Out 


As to the interview, Mr. Green says: 

“There are times when it seems that a 
man just doesn‘t want to talk about life 
insurance, and I have learned never to 
attempt to interview a man against his 
wishes or even under unfavorable cir- 
cumstances. It may be that it just isn’t 
the day or it may be that I am just not 
the one. If I think it is the wrong day, 
I get out just as quickly as possible and 
go back at some other time. If I be- 
lieve that I am just not the one to do 
business with him, I leave him for some- 
one who has a better contact. I do not 
want to spoil him for somebody else, 
because every sale that is made, whether 
by me or some other life insurance man, 
helps the business of life insurance and, 
incidentally, helps me. 

“But now let us assume that you are 


in his office under favorable circum- 
stances and that he is willing to listen to 
you. Don’t give him the third degree. 
Don’t start by asking him a lot of per- 
sonal questions. What difference does 
it make to a prospect that his birthday is 
April 13, that he is married, has two 
children, and that he has $15,000 of life 
insurance? Yet the average agent seeks 
that exact information. Give your pros- 
pect a chance to talk. He will if you 
lead him. 


Tell Personal Experiences 


“Sometimes I think maybe we have 
been all wrong about this selling of life 
insurance. Some years ago, a good 
friend of mine who is a_ nationally 
known writer made reference in one of 
his articles to the fact that people who 
came to his office to sell various things 
received from his secretary a soft an- 
swer which turneth away wrath and life 
insurance ‘pests.’ I didn’t like it and I 
proceeded to burn him up in a letter, 
telling him what life insurance could do 
for people. (Incidentally, he took some 
of the ideas from my letter, wrote an 


article about it and sold it not only to 
magazines but to 20 life insurance com- 
panies.) In his reply to me, he said that 
he had often written that life insurance 
solicitors were the greatest benefactors 
in the world and that he was proud that 
he had first written, ‘many men would 
not drown a cat, leaving her kittens to 
starve, yet hadn’t one cent of life insur- 
ance. He further explained that he 
poked fun at all kinds of people and that 
somehow he felt that they had a sense of 
humor that enabled them to laugh and 
he had no idea it would offend. 

“Shortly after that I wrote an article 
for a magazine and sent it to him for 
criticism. He summed it all up in these 
words: “Do not be afraid to use the pro- 
noun “I;” tell of your own personal 
experiences. Never mind telling about 
life insurance. That is why life insur- 
ance men are “pests!” Tell about your- 
self, the funny things, the pathetic 
things, the human interest things that 
have happened to you as an insurance 
agent.’ 


Use Motivating Stories 


“So since that time I have found that 
one of my greatest assets has been the 
use of motivating human interest stories 
throughout every step of the interview, 
because it provides me with a sympa- 
thetic, interested audience that I can ob- 
tain no other way. These stories should 


be gauged to apply to the three things 
that beset every man: 1, Premature 
death; 2, disability; 3, old age. When 
you actually show a man that you can 
solve any one or all of these problems, 
somehow or other, he is going to scratch 
up the money to take care of the annual 
deposits. 

“So often, men do not understand 
what you are trying to sell them, but 
for heaven’s sake, do not try to sell them 
a policy; sell them bread and butter and 
clothing and shelter. Every man wants 
his family to think he is the greatest dad 
in the world. He is just waiting for yoy 
to show him how to make good on that 
opinion. 

Many Not Coming Back 


“Every day in every city, men are go. 
ing to work—many, many thousands of 
them unprepared, inadequately insured, 
Do you think for a minute that if that 
daddy fully realized that some day he 
might not be coming home, he 
would not buy life insurance until it 
hurt? You pick up the paper every day 
and you see where our boys have been 
on a bombing raid and maybe at the 
bottom of the paragraph there is one 
little line, ‘One or more bombers failed 
to return.’ When you have a boy over 
there, that one little line at the bottom 
of the page is all-important in so far as 

(CONTINUED ON PAGE 24) 








The Sun Shines Bright 
In My Old Kentucky Home 
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Truly the sun of prosperity reflects in Kentucky Home Mutual...an aggres- 
sive sales organization...backed by active home office cooperation. .. liberal 


agency contracts...coupled with streamlined sales and prospecting plans. 


Our Agency Program continues to bring many new and well-qualified under- 
writers to our Field Staff. Some good agency openings are available for qualified 


salesmen. Write us today, stating fully your experience and production record. 
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Leading Life Offices of Chicago 
N.A.L.U. 56th Anniversary 


The offices listed on this page are leaders in the 








OUR RESPONSIBILITY 


The James M. Royer Agency of The Penn Mutual Life Insurance Company ° ° ° ° ° = - 
acknowledges the great responsibility and duty to serve more than fifteen life arene field in Chicago. They believe m the 
thousand policyholders owning protection of over sixty-four million dollars. National Association and for what it stands, and 
These policyholders represent a great cross section of our community and through this medium extend their cordial greet- 
we recognize our obligations to maintain uninterrupted Penn Mutual service. ings to the 56th annual meeting in Chicago. 


With one-half of our field force in military service, those remaining have 
dedicated themselves to maintain the Agency’s obligations to our policy- 
holders and are contributing a great portion of their time to imporant war 
activities on the home front. 


ROCKWOOD S. EDWARDS 


As we journey onward, this Agency continues to grow. It showed another 
plus sign last year. As General Agent it is a great privilege to pay tribute 
to my associates. 


THE PENN MUTUAL LIFE INSURANCE CO. 
JAMES M. ROYER, General Agent 
120 SOUTH LA SALLE STREET CHICAGO, ILLINOIS 


General Agent 
AETNA LIFE INSURANCE COMPANY 


120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
Telephone Andover 1920 












Reliance Life Insurance Company 
of Pittsburgh 


ILLINOIS DEPARTMENT 


111 W. Washington Street Telephone: Ran. 6588 
2 
WILLIAM C. PECK, Manager 
JACK E. RAWLES, C. L. U. Agency Instructor 
Territory: Northern Illinois, Northern Indiana, Eastern Iowa 








W.A. ALEXANDER & COMPANY 
WADE FETZER, JR. JOHN H. SHERMAN 
GENERAL AGENTS of 
THE PENN MUTUAL 
Life Insurance Company 
135 South La Salle Street Franklin 7300 
CHICAGO 








NEW YORK SAN FRANCISCO 


THE The MINNEAPOLIS 
EWING AGENCY EOUTABLE LIFE || | "orrraoasimrese ce: | 1 uunpcy pes ENMAN 


PROVIDENT MUTUAL ASSURANCE SOCIETY ee oe sialic eden aical 


LIFE INSURANCE COMPANY OF THE U. S. Home Office: Newark, N. J. ments for Handling All 


1246 Field Building Subjects of 


OF PHILADELPHIA ~ 
Founded 1865 Philip B. Hobbs Tel. CENtral 3930 Chileage 5 INSURANCE 
Agency Manager 164 West Jackson Blvd. 


ee See Warren V. Woody W. S. FULLER, Manager CHICAGO 


General Agent oo 
‘ Agency Manager GEORGE L. SCHOMBURG London Buffalo 
Robt. R. Reno, Jr. BROOKS FULLER, C.L.U. yo we 
Phone Randolph 6088 Agency Manager Assistant Managers ——- = 
Seattle Cleveland 


1205 Harris Trust Bldg. 29 So. La Salle St. JAMES A. SHEVLIN Vancouver Boston a 
CHICAGO, ILL. CHICAGO Cashier Washington St. Paul 


Indianapolis 





JAMISON, PHELPS AND ASSOCIATES 


General Agency 
THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


An association of career underwriters who take pride in their work and the product they sell. 


Phone State 0633 208 S. La Salle Street 
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Cooperation with Trust 
Men, Attorneys, Auditors 
and Realtors Valuable 


Miss Helen Rockwell, National Life 
of Vermont, Cleveland, has found that 
in many cases contacts and cooperation 
with trust officers, attorneys, auditors 
and real estate operators are of great 
value in writing life insurance. Specific 
examples she cites include: 

“Trust Officer Cooperation—A promi- 
nent surgeon client of mine had a sub- 
stantial amount of his life insurance pay- 
able to the bank as trustee. When inter- 
est rates on his other investments began 
to decline and taxes began to increase, 
I went to his attorney and suggested we 
endeavor to have the bank trust rewrit- 
ten in order to include the guaranteed 
right to the trustee to take advantage of 
the life income settlement options for 
the beneficiaries. After much _ corre- 
spondence with the insurance company 
this was finally accomplished. A year 
later the insured died. The trust com- 
pany did take advantage of this election 
privilege at the recommendation of the 
attorney and apparently appreciated my 
having had the trust rewritten to permit 
them to do so, for they sent me an an- 


nuity prospect the very next week. 

“Attorney Cooperation—An advertise- 
ing man died recently and left his small 
insurance estate payable to his widow 
over only a four-year period. In settling 
the estate I discovered that the benefi- 
ciary was past 50, had never worked and 
was not in too good health. She hoped 
to collect some additional funds from 
her husband’s earned but not yet due ac- 
counts, but was depending solely upon 
his former partner to settle them for 
her. I suggested it might be wise to 
employ an attorney to handle this and 
took her to one at her consent. The at- 
torney, in settling the estate, discovered 
there was an attachment pending, about 
which the woman knew nothing, and 
settled it out of court. She is now tak- 
ing care of the collection of the pending 
fees from the deceased’s accounts. Need- 
less to say, my client feels deeply in- 
debted to me, and although she had no 
funds for investment at the time I set- 
tled the claim, she is now considering in- 
vesting the fees the attorney is collect- 
ing for her in annuities. The idea was 
suggested by the attorney. 

“Auditor Cooperation—A well known 
business woman sent for me to rearrange 
her insurance premium budget in order 
to make it easier to meet her premiums. 
I know the client needed my help badly 
so I went, regardless of the fact that the 


prospects for new business seemed very 
slim. I found that the trouble was the 
result of poor bookkeeping and a lack of 
proper auditing in her business and I 
suggested an auditor be employed and 
recommended one to her. Within a short 
time she called me and said everything 
had been adjusted and she felt that now 
she not only could keep all of her old 
insurance but also could add some new. 
I later discovered that the new purchase 
was made for tax saving purposes upon 
the recommendation of the auditor. But 
this was not all. In appreciation for this 
new account the auditor called me in to 
take inventory of one of her client’s in- 
surance, and this in turn led to a sub- 
stantial sale. 

“Real Estate Operator Cooperation— 
A wealthy woman client consulted me 
regarding the changing of some bene- 
ficiary agreement in her policies. She 
had been unable to sell certain real es- 
tate holdings and had decided to leave 
them in her will to two of her beneficiar- 
ies in lieu of the insurance then payable 
to them. When I pointed out the diffi- 
culty of assuring an equitable distribu- 
tion of her estate by this combined 
means and suggested that she first con- 
sult a certain real estate operator ex- 
perienced in the handling of just this 
type of property, she readily agreed to 
do so. Within two months the property 

















On this significant anniversary, we pay tribute to our loyal fieldmen, 
past and present, whose intelligent service to the insuring public has 


made our Company grow throughout a century 


The Mutual Benefit Life Insurance Company 
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was sold for cash and two-thirds of the 
sales price was invested with me in ap. 
nuities on her own and her children’s 
lives.” 


Newell Day Makes Plans 
for Full Year Ahead 


Newell C. Day, general agent at Day. 
enport, Ia., for Equitable Life of De 
Moines mingled with the N.A.L.U. group 
at Chicago and was a guest at the 
“trained seal” breakfast of John Leissler, 
Mr. Day was exhibiting with much sat. 
is faction the schedule of monthly meet. 
ings of the Daveiport Life Underwriters 
Association for the ensuing year. The 
activities for each month have already 
been arranged. Mr. Day is program 
chairman. 

At the meeting Sept. 8 the speaker 
will be William E. North, agency d- 
rector for New York Life, Chicago, on 
“More Income Through Better Manage. 
ment.” Then Oct. 13, Benjamin NX, 
Woodson, executive vice-president of 
Commonwealth Life, will speak on 
“Profitable Persuasion.” 


Connell to Speak Nov. 10 


Clancy D. Connell, Provident Mutual, 
New York, the new N.A.L.U. president, 
will be the headliner Nov. 10. 

At the stag party Dec. 7, Ed. Con- 
nolly, Penn Mutual, Des Moines, presi- 
dent of the Iowa state association, will 
be featured. January, March and May 
programs will be staged by local talent 
under the direction of Paul Otto and 
Charles Kuttler. 

Ladies night is scheduled for Feb. 8 
with Henry Meese as chairman and with 
ie J. Lytle giving his talk on Lin- 
coln. 

Paul Speicher, Research & Review, 
will be the speaker April 13 and in June 
will come the annual outing and elec- 
tions. ‘ 


24 Graduate from Aetna 
School; Another Oct. 15 


Twenty-four men were graduated 
from the 19th session of the Aetna home 
office life insurance school which has 
just been concluded. 

This is the first session of the school 
since January, 1944, but, already, the 
next session of the course scheduled for 
Oct. 15, is completely booked up. 

Among the 24 were two army men 
who had been blinded in action. These 
men were patients at Old Farms Con- 
valescent Hospital and arrangements for 
them to. attend the course were com- 
pleted by Hartford Life Underwriters 
Association. Both men participated fully 
in sales demonstrations and class discus- 
sions. The facilities of the school are at 
the —— of the patients at the hos- 
pital. 

Field Supervisor Robert W. Wilkin- 
son is in charge of the course, assisted 
by Field Supervisor J. Denny Nelson 
and. Agency Assistants G. Albert Law- 
ton, James H. Neill and William C. 
Cousins. 

In addition to the October session of 
the school, four sessions are scheduled 
for 1946 and inquiries concerning the 
school already have been received from 
a large number of veterans. 


— 


One Round Table Member 
Has Qualified for ‘46 


Leslie R. Hummell, special 
agent of Prudential, Wilmington, 

. C., who qualified for the 1945 
Million Dollar Round Table with 
209 applications for a total of $1,- 
028,000 in 1944, none of which 
was pension trust business, as of 
June 1, 1945, already had this 
year paid for 168 applications for 
$1,056,000, qualifying him for 
membership in the Million Dol- 
lar Round Table again next year. 


—— 
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New Setup for rs 
General Agents and 
Managers Group 


Emphasis on Regional 
Organization—Would 
Drop Convention Session 


The establishment of a new organi- 
zation structure for the general agents 
and managers com- 
mittee of the N.A. 
L.U. was reported 
by Hugh S. Bell, 


Equitable Life of 
Iowa, Seattle, its 
chairman. It has 


been felt for some 
time that the or- 
ganization as it has 
existed was im- 
pracal for many 
reasons and a new 
setup was worked 
out by a committee 
composed of Os- 
borne Bethea, Penn 


Hugh S. Bell 
Mutual, New York; Steacy E. Webster, 


Provident Mutual, and 
James H. Brennan, 
Chicago. 

It puts especial emphasis on regional 
organization and sets up 18 area man- 
agement groups: (1) Washington, Ore- 
gon, Idaho, Wyoming, Montana, Utah; 
(2) California, Arizona, Nevada, New 
Mexico; (3) Texas; (4) Oklahoma, 
Kansas, Missouri, Colorado; (5) e- 
braska, North Dakota, South Dakota, 
Iowa; (6) Minnesota, Wisconsin; (7) 
Illinois; (8) Michigan; (9) Indiana, 
Kentucky; (10) Ohio; (11) Arkansas, 
Tennessee, Louisiana, Mississippi, Ala- 
bama; (12) Georgia, Florida, North 
Carolina, South Carolina; (13) District 
of Columbia, Virginia, West Virginia, 
Maryland; (14) Pennsylvania, Delaware, 
New Jersey (Camden, Trenton); (15) 
Connnecticut; (16) Massachusetts, 


Pittsburgh, 
Fidelity 


“Rhode Island, Maine, New Hampshire, 


Vermont; (17) New Jersey, greater New 
York; (18) New York (upstate). 


Planning Committee Created 


The chairman of the general agents 
and managers committee will still be 
appointed by the president of the Na- 
tional association but it is urged that he 
be named from the membership of the 
executive committee and have at least 
one year experience on that committee. 
The executive committee will be com- 
posed of a chairman, one vice-chairman 
for the first nine area groups and an- 
other for the second nine, together with 
18 other members, one from each man- 
agement area. The managing director 
of the N.A.L.U. will be secretary and 
the Canadian association and the Re- 
search Bureau will be represented. 

A planning committee was created to 
plan the long-range and short-term ob- 
jectives of the organization. It is com- 
posed of the chairman of the executive 
committee (Mr. Bell); Mr. Bethea and 
Mr. Brennan, who have been appointed 
vice-chairmen of the executive commit- 
tee; Mr. Webstér and Lee Wandling, 
Equitable Society, Omaha. 

The committee recommends the dis- 
continuance of the management sessions 
at the annual and mid-year meetings of 
the National association, believing that 
these conventions should have all the 
interest and attention centered on the 
programs of the National association. 
However, it urges strongly that the en- 
tire executive committee and planning 
committee attend these conventions and 
that committee meetings be held at that 
time. 

It would substitute for the manage- 
ment sessions at the national conven- 











Mutual, 


tions a series of regional managers con- 
ferences and believes that as a result of 
increasing area interest, a national man- 
agement conference may be held some 
time in the future, not necessarily at the 
same time as a National association 
meeting. 


Plans for Financing New Setup 


To get the program under way, all 
general agents and managers associa- 
tions are asked to pay $25 per year to 
the general agents and managers com- 
mittee for three years. A registration 
fee will be charged at regional confer- 
ences, which would include a sum for 


the managers and general agents com- 
mittee. If a national management con- 
ference is held, the entire registration 
fee would go to that committee. 

The committee also plans to set up a 
pattern for a one-day sales management 
conference for each association to hold 
during the year. If travel conditions 
warrant, these may be held in groups. 
It also seeks to establish local associa- 
tions in each city or locality where an 
adequate number of agency heads are 
domiciled. 

Aside from working out the new set- 
up, material has been gathered for a 
handbook for general agents and man- 


agers associations, under the leadership 
of Walter Stoessel, National Life of 
Vermont, Los Angeles, which the com- 
mittee hopes to have printed and dis- 
tributed immediately. It will seek to 
make sure that each association devotes 
at least two meetings to the study of 
this book. 









Andrews Is Host 


On Thursday evening W. H. Andrews, 
Jr., Jefferson Standard, Greensboro, N. 
C., retiring N.A.L.U. president, was 
host at a cocktail party attended by the 
officers and trustees and Chicago leaders. 
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DEPARTMENT AT YOUR DISPOSAL : 
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ah ee oe GENERAL AGENT 
ONE LA SALLE STREET BUILDING One La Salle Street Building 
An Address of National Prestige— Telephone: Randolph 9336 
Rates and Floor Plans on Request— CHICAGO, ILL. 




















L. J. SHERIDAN & CO., Agents OneLa Salle Street, Chicago 
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Agencies Located In 


Street Building 


CE|CENTER OF CHICAGO 














ONE LA SALLE STREET BUILDING 


is the established Life Insurance Center 
of Chicago. Twenty-seven of the fore- 
most life insurance firms and agencies 
maintain offices in this new, architect- 
urally impressive, and centrally located 
building at La Salle and Madison Streets. 


The General Agents and managers with 
offices at One La Salle Street whose names 
appear here have unequalled facilities 
for handling all life insurance business. 
Brokers will find prompt and unusual 
service on brokerage business at these 
offices. Men who desire to become Life 
Underwriters and connect with well 
established organizations that will give 
helpful aid will find exceptional oppor- 
tunities available to them in the life in- 
surance organizations located in the One 
La Salle Building. 


The most progressive and modern pro- 
ducing organizations, offering the finest 
service on life insurance to be found any- 
where in the country, maintain offices 
in the One La Salle Building, the life in- 
surance center of Chicago. 














THERE’S A REASON ... 


why more and more brokers and surplus writers are giving 
business to the Hughes Agency. They say that they find here 
—prompt service—sound advice—business-getting ideas—and 
courtesy always—to both the agent and his client. 


E. W. HUGHES 


General Agent 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE CO. 


One North La Salle St. © Chicago © Randolph 0060 

















THE 
ZIMMERMAN & HUNKEN 
AGENCY 


GENERAL AGENTS Henry C. Hunken 


Com. C. J. Zimmerman 


THE CONNECTICUT MUTUAL LIFE 


INSURANCE COMPANY 
Telephone CENtral 5700 


One North LaSalle Street Chicago 




















FREEMAN J. WOOD 


GENERAL AGENT 


Lincoln National Life Insurance Co. 


ONE NORTH 


Telephone Central 1393 LA SALLE ST. 


18th FLOOR 





AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS. 














STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 


. SUITE 1525 


ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone Randolph 0560 


* 


An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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e and happy landings ought to be the or- C di G 7 
der of the day.” anadian Greeter 
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Other Organizations 


Agents will soon encounter a new 
sales situation with consumer goods be- 
coming more and more available, E. O. 
Walker, London Life, Regina, presi- 
dent Life Underwriters Association 
of Canada, pointed out in the greetings 
from representatives of other life insur- 


ance organizations brought to the 
N.A.L.U. convention under the mail 
program. This competitive situation 


will be offset by the fact that people 
have learned something of the value of 
the institution of life insurance and the 
work of the life underwriter during 
these years of stress and testing, Mr. 
Walker predicted. The public will still 
recognize the problem of security and 
will be more thrifty than previously 
and more appreciative of how through 
life insurance they can solve the prob- 
lem of security for themselves and for 
their family. 

Stressing the fact that the success of 
life insurance is founded on the agency 
system, Robert L. Hogg, manager and 
general counsel American Life Con- 


vention, asserted that N.A.L.U. mem- 


bers are an essential part of the busi- 
ness in whose welfare the companies 
have a genuine interest. “Life insur- 
ance, like religion, must be aggressively 
and intelligently presented and it has 
been those men and women, typified by 
your membership who have carried the 
services of life insurance to 70 million 
policyholders.” 


Field Men Are Pilots 


Drawing a parallel to the country’s 
successful war effort, Dave E. Satter- 
field, general counsel Life Association 
of America, declared that field represen- 
tatives are the pilots of life insurance. 
“Life insurance executives are your 
headquarters staff and your ground 
crews. Your high standard of ethics, 
good citizenship, studious application 
and fairness to your clients minimizes 
the difficulties of carburation in this 
great business. As a result of team 
work between company presidents and 
members of your association, there will 
be no interruption of flight operations, 





‘“ 
ot only OUE MAN UCW eee 


a very young man... just five years old. Taking 


Daddy’s place is a pretty big job, but he will do it 
in the years to come. For through Life Insurance, 
John preserved for us our heritage of Liberty, 
thatis America. His faith is our faith. His strength, 


our strength. 


Just a few pews away sits Bill Brown, the man 





who wrote our Insurance. He knows how near 
we came to losing this heritage. The times when 
the load seemed almost too much for us to carry. 
Those were the times he counseled us, encour- 
aged us, worked with us. Yes, our fight has been 


his fight too. We have no finer friend.” 


Thus, another medal is bestowed on Bill Brown. 





THE FARMERS & BANKERS LIFE 


RADIO STATION KFBI 


1. K. LINDSLEY, PRES. 


WICHITA, KANSAS 


Ff. 8B. JACOBSHAGEN, VICE PRES., SEC’V 


INSURANCE COMPANY 


1070 KILOCYCLES 
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source of information and inspiration 
but also provide an opportunity for the 
development of leadership in thoughts 
and ideas that have played an important 
part in the more adequate distribution 
of life insurance to the American peo- 
ple, Holgar J. Johnson, president Insti- 
tute of Life Insurance, declared. Life 
insurance is integral part of the social 
and economic fabric of the nation. Thus, 
it is “most necessary that we not only 
appraise the public interest accurately 
but that we continue to exercise every 
possible consideration for so conducting 
our business and our individual actions 
that we earn and hold public esteem as 
good citizens,’ Mr. Johnson pointed 
out. 


Can’t Be Wished Into Being 


Public esteem cannot be wished into 
being or artificially created. It comes 
from the proper conduct of business in 
the public interest through every in- 
dividual keeping such an objective up- 
permost in his thought and actions. In- 
asmuch as the agent has the closest 
public contacts, it is he who has the 
greatest influence on the public attitude. 
Although the institute can help by giv- 
ing leadership to the movement of good 
public relations by speaking for the 
business, it is what each and everyone 
in the business does and says that de- 
termines the final result. Public ap- 
proval is the sum total of the public 
attitude toward all individuals in a busi- 
ness, he asserted. 

Closer coordination between the ac- 
tivities of the N.A.L.U. and the Sales 
Research Bureau was urged by John 
Marshall Holcombe, Jr., bureau man- 
ager. He commended the new national 
quality award project. Only through 
close cooperation and a carefully in- 
tegrated attack upon agency problems 
can full power be developed, he de- 
clared. 


Urges Selective Recruiting 


Calling attention to the fact that with 
the marginal agents well weeded out, 
career underwriters have given a splen- 
did demonstration of the volume and 
quality of business that can be pro- 
duced by a smaller but an efficient 
selling force, Grant L. Hill, vice-presi- 
dent Northwestern Mutual Life and 
chairman of the Association of Life 
Agency Officers, said company general 
agents and managers should be highly 
selective in expanding their agency 
forces in the post war era. 

Members of his association are ever 
conscious of the problems and require- 
ments of the agents on the front lines, 
Frank L. Rowland, executive secretary, 
Life Office Management Association, 
pointed out. The objective of ‘the 
L.O.M.A. is to so help in administering 
the home and branch office activities 
so that agents will be able to render 
maximum service to policyholders at 
minimum cost. 

Calling attention to the fact that it 
was through the N.A.L.U. that the 
American College of Life Underwriters 
was created, Julian S. Myrick, vice- 
president Mutual Life, and board chair- 
man American College of Life Under- 
writers, called attention to the role the 
college has assumed in raising the 
whole level of education in life insur- 
ance. Dr. S. S. Huebner, college presi- 
dent, declared that the greatest eco- 
nomic value in a democracy is the dollar 
value of the human life and that life 
insurance exists to organize, protect 
and safeguard the outstanding value for 
self, dependents and society. “The life 
underwriter contacts the nation’s life 
values, spreads the many services of life 
insurance to the millions of homes and 
business establishments and advises and 
acquires the business upon which nearly 
all else in life insurance depends. The 
public knows and looks upon life insur- 
ance essentially as it knows and looks 
upon the field representatives of the life 
insurance.” 

Commending the idea of the conven- 
tion by mail, Lewis B. Hendershot, 





E. 0. WALKER 








Berkshire Life, president Life Adver. 
tisers Association, urged that the belie 
in the fundamental value of life insu. 
ance be reaffirmed and the fact that lif 
underwriting is an essential job, an im. 
portant job, and an indispensable jo) 
be fully recognized. 


Integration Tips 
Are Set Forth 


A variety of practical suggestions for 
maintaining continued interest in asso- 
ciation activity are contained in the re 
port of the committee on integration 
of life underwriters into the N.A.LU, 
the chairman of which is John D. Moy- 
nahan, Metropolitan Life, Berwyn, IIl. 

To secure and maintain interest in 
local associations there must be activity, 
the committee points out. Every pos 
sible member should be placed on some 
committee. Regular meetings should be 
held and accomplishments of members 
should be recognized. ; 

State associations should maintain 
contact with local units. There should 
be a monthly bulletin to all local asso- 
ciation officers and directors. At least 
one state officer should visit each local 
unit once a year in addition to the ne 
tional officer’s visit. 

The local association should engage 
annually in at least one educational ac- 
tivity for members. The underwriters 
should enter and engage as a unit if 
community efforts such as Red Cross, 
Community Fund, etc. Talents of mem 
bers as trained salesmen should be 
turned to the assistance of the commt 
nity. 

On the state level, the committee 
recommends that production  rount 
tables be organized. The statement was 
made that the most successful have beet 
organizations requiring a quarter million 
of production. 

The committee states that an aggres 
sive and progressive attitude is needed 
in handling legislative problems by the 
N.A.L.U. It is important that the 
N.A.L.U. ascertain first what the ma 
jority of its members want and_ thet 
fight for it courageously. 

Continuity is important in local ass 
ciations. It is usually a mistake to at- 
vance a member to high office during 
his first year in the association. Such 
men are likely to lose interest aftet 
their term in office is over. It is wise 
to select officers from those who have 
developed a sustained interest in activi 
ties and have served as directors. , 

In the National association continuity 
is important. It takes some time for the 
membership to become aware of an um 
dertaking and hence it should be com 
tinued over a long enough period t? 

(CONTINUED ON PAGE 19) 
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New Man Tells How 
He Hit High Mark 


in First Two Years 


Why Worcester Entered 
Life Insurance; Production 
Methods Reviewed 


Reasons which impelled him to take 
up life insurance work when he found it 
necessary to enter a new field and the 
way in which he built himself into a 
large producer under wartime conditions 


were described by 
Waldo T. Worces- 
ter, Union Mutual 
Life, Portland, Me., 
in the N. A. L. U. 
“convention by 
mail.’ He produced 
$405,000 his first 
full year and $780,- 
000 the second. 

He had been 
quite successful for 
17 years in the 
outdoor advertising 
field but the war 
disrupted that busi- 
ness and in 1943, at 
the age of 42, with a family for whom 
he was ambitious, he had to make a 
choice of a new profession. He felt that 
life insurance men—and there had been 
many of them who had called on him 
during the past 20 years—had been an 
unimpressive lot, “whose primary in- 
terest, it seemed to me, had been to 
make a sale and collect a commission. 
In my opinion the genera! agent in the 
field was not enjoying the type of liveli- 
hood to which I aspired, and insurance 
could not compete with industry for the 
financial success which I sought.” 





W. T. Worcester 


Sought Insurance Man’s Advice 


One of the men from whom he sought 
advice, as a result of association with 
him in many civic enterprises, was Presi- 
dent R. E. Irish of Union Mutual. Quite 
Naturally their discussions centered 
around possibilities in life insurance. He 
pointed out the many errors in Mr. 
Worcester’s judgment of the profession, 
and convinced him that a real future ex- 
isted in the business if he could adapt 
himself to its demands. 

He arranged for Mr. Worcester to 
consult further with the manager of his 
home office agency, “whose down-to- 
earth factual information as to one’s in- 
creasing interest in the business, the per- 
sonal freedom I could enjoy, and the 
financial remuneration which I could ex- 
pect from reasonable success, together 
with my confidence in him personally, 
were the deciding factors in my decision. 

“In our discussions I became thor- 
oughly convinced that the basic plan to 
follow in my field work was program- 
ming and estate analysis. Naturally my 
pening and study centered around this 
plan. 


Willing to Pay Price 


“Before my training started I knew 
that the financial return which I ex- 
pected from the business required a 
Price, and I resolved to sacrifice every- 
thing to that end. It was not easy, after 
20 years away from school, to become a 
Student again, and after 17 years of ac- 
tive selling work once more to gear my 
thinking to a concentrated course of in- 
struction, but that was also part of the 
Price, 

, “Initially my studies included the sub- 
Jects of wills, laws of intestacy, guar- 
dianship, trusts and taxes on property, 
and though at first I could see little or 
No connection between these subjects 
and the merchandising of life insurance, 


it became more and more apparent that 
life insurance is simply another type of 
property, and the problems involving its 
acquisition, conservation and distribu- 
tion are similar to those of other prop- 
erty. I have since learned that insur- 
ance enjoys a preferential position 
among other types of property, but in- 
itially I accepted the theory that it cre- 
ates similar problems. 

“The course was intriguing, challeng- 
ing and practical, and through it I began 
to understand its connection with the 
merchandising of life insurance. Great 
emphasis was placed upon the little time 
spent by the average individual in the 
problem of conserving and distributing 
property—particularly the distribution 
angle; but its importance to one’s family 
impressed me greatly. 


Starts on First Program 


“Slowly I acquired a smattering of 
knowledge of my subject and began to 
appreciate its application to the field 
problem; it took some time, however, 
to acquire a reasonable degree of skill in 
the technique of approach. Up to this 
point I had had no instruction in life in- 
surance as such. I did not know one 
contract from another, and knew noth- 
ing of the application of contracts to in- 
dividual needs. 


“During the training period I had 


listed the names of every person I knew 
or knew about. These names were con- 
sidered carefully with me by my man- 
ager with regard to classification of 
market; then, one morning I was told 
that I was ready for the field. A few 
names in my natural market were care- 
fully selected with a view toward ob- 
taining information from one of those 
chosen, to work my first program. 


Faces Client with Apprehension 


“While I didn’t lack confidence I must 
admit it was with a bit of apprehension 
that I faced my first client-to-be. I fol- 
lowed as closely as possible the ap- 
proach outline which had been taught 
me, and I was amazed to find the effec- 
tiveness with which it worked and the 
interest which it created in my prospect. 
Luckily I received the required informa- 
tion from the first person on whom I 
called, and very proudly I reported back 
to my Office, laid the information on my 
manager’s desk and said, ‘What do I do 
now?’ 

“Then started the process of construc- 
tion of a plan for my client. We worked 
painstakingly and long, typing up all the 
theory that I was supposed to have 
learned, with the problems in the par- 
ticular case at hand, and finally out of 
chaos and confusion came an organized 
sales presentation which excited my im- 


agination and which I knew was bound 
to be impressive to the individual con- 
cerned. 

“T drilled unceasingly on the tech- 
nique of presenting this plan to my 
client. Many hours were spent in de- 
veloping the proper procedure. Particu- 
lar attention was paid to the closing, 
and after an elapsed time of approxi- 
mately twelve days I returned by ap- 
pointment to my client—this time confi- 
dent in the service I was rendering; a 
confidence which was justified, for I left 
his office with an application for $25,000. 
This of course gave me a thrill, inflated 
my ego, convinced me that I had a pow- 
erful sales weapon, and made me won- 
der why I had spent 17 years in out- 
door advertising. 


Estate Setup Completed 


“Under supervision I had the pleasure 
of completing the recommendations 
made in my analysis with my client. 
This included arranging for the drawing 
of proper instruments for the distribu- 
tion of his estate, revising existing 
trusts, and setting up trusts for new in- 
surance. When the case was completed 
I was thoroughly convinced that the 
service I had rendered had been worthy, 
that my client was more than pleased, 
and that the pay which I received for 

(CONTINUED ON PAGE 30) 
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CAL-WESTERN’S 


Three-Point 
Compensation 
Systems for Agents 


1. Adequate first commissions with extra 





margins first year. 
9. Life-time renewals. 


3. Retirement plan. 


Plus These Extras 


1. Cash bonuses for App-A-Week, Ten- 
A-Month and Leading Producers’ Club 


memberships. 


2. Free life insurance for meeting nominal 


production requirements. 


3. Group hospitalization free to leading 


producers club members. 


“The ‘Agency Minded’ Com- 
pany’ operating in Eleven 
Western States and Hawai 


CALIFORNIA-WESTERN 
STATES LIFE 
INSURANCE COMPANY 


Home Office: Sacramento 











Service Can Be 
Profitable, Miss 
Rockwell Says 


Demands on Time May 
Hamper Production Unless 
Properly Handled 


The problem of how to make service 
profitable was reviewed by Helen B. 
Rockwell, for 28 years a successful per- 
sonal producer for National Life of Ver- 
mont at Cleveland; former chairman of 
the N.A.L.U. wo- 
men’s committee 
and of the Quarter 
Million Dollar 
Round Table and a 
member of the wo- 
men’s advisory 
committee of the 
Institute of Life 
Insurance. 

She said most of 
those who _ have 
been in the busi- 
ness any length of 
time devote at least 
25% of their time 
and some as much 
as 50% to servicing their own and com- 
pany business. In fact, the large pro- 
portion of time so spent has presented 
a major problem. 

As a result the question has arisen of 
just how to continue to maintain a nor- 
mal volume of production each year in 
the face of this ever-increasing en- 
croachment. 

“After almost 30 years in the field,” 
Miss Rockwell said, “I am convinced 
that if we do not work out some sys- 
tematic plan to assure us definitely that 
our service work will be made to in- 
crease rather than decrease our sales 
volume, we eventually will find our- 
selves out of the business. The servic- 
ing of life insurance with its many rami- 
fications soon becomes the line of least 
resistance to follow, and before we know 
it we are engulfed in a myriad of detail 
to the exclusion of all productive sell- 
ing activity.” 


Two Angles to Be Considered 





i 


Helen B. Rockwell 


To make sure of being and staying 
on the right track, she suggested scru- 
tinizing each service job from two 
angles before it is taken on: 

“First, we must consider the urgency 
of the client’s need fer our personal at- 
tention; second, we should evaluate its 
potential possibilities for the develop- 
ment of new business. 

“Regardless of the answer to the sec- 
ond consideration, if we decide the 
client really needs our personal help, we 
must give it. We can, however, guard 
against unnecessary expenditure of time, 
partly by insisting that the policyholder 
come to our office by appointment. It 
is up to him to assume some responsi- 
bility for his investment, and he can 
be taught to come to us just as he would 
go to his banker or lawyer, and, inci- 
dentally, during business hours. 


Ask to Review All Policies 


“But we can go a step further, sug- 
gesting that the policyholder requesting 
service bring with him not only the 
policies in question but all his policies 
in all companies. He will usually agree 
to do this when we explain that any 
recommendations we make should be 
based upon a consideration of the over- 
all picture. 

“If we find any of these policies need 
endorsements, changes of beneficiary, 
etc., we might then suggest that he leave 
the policies with us and offer to contact 
the other companies and to handle the 
details for him. If he has an insurance 
inventory we should bring this up to 


—<—<—_—= 


date, and if he has not we should make 
one for him. When it seems advisable, 
we can offer to hold all his policies jp 
our file for safe-keeping. This binds the 
client to come to us and serves to keep 
us in close touch with his activities. If 
he makes a loan or changes a bene- 
ficiary we learn about it and can again 
offer to handle the details. This usually 
saves the policyholder valuable time, 
and he appreciates this extra service and 
soon learns to rely upon us for all his 
insurance needs. 

“Although this may sound like a lot 
of work, judiciously handled it can re. 
sult in a substantial amount of new 
business. 


Watch CLents’ Other Problems 


But we need not stop at insurance 
service. We can profit by keeping alert 
to our client’s other problems as well, 
and whenever it seems advisable offer 
to assist in solving them. 

“For example, it is a good plan to 
have contacts with trust officers, attor- 
neys, auditors and real estate operators, 
This enables us, when we _ recognize 
others of our client’s needs while servic- 
ing his life insurance, to recommend a 
proper person to handle them. Fre- 
quently the adjustment of his problem 
makes it possible or necessary for the 
client to purchase more insurance. In- 
cidentally, the attorney, trust officer, 
etc., will often discover and point out 
to him a need for insurance which we 
had overlooked. Referring our policy- 
holder to the proper person to handle 
his affairs builds confidence with our 
client and good will with those to whom 
we send him, and sometimes results in 
new business at both ends of the line.” 

In that connection she gave some in- 
teresting example of results obtained 
from cooperation with a trust officer, an 
attorney, auditor and a real estate oper- 
ator. 


Uses of Settlement Options 


One of the most important and also 
time-consuming services given to clients 
is in encouraging them to make use 
of the settlement options. The average 
layman does not understand the many 
advantages of the settlement option, 
and it is the agent’s responsibility to ex- 
plain them and assist in their selection. 

“Our policyholders,” Miss Rockwell 
said, “make a double purchase when 
they buy life insurance: 1. They buy 
money for future delivery. 2. They 
purchase management of that money 
when it becomes payable. 

“Arrangements of the trust options 
need not be unproductive of new busi- 
ness. When insurance is made payable 
under income plans it usually results in 
the sale of much larger sized policies. 
One company survey showed recently 
that, when payable under the settlement 
options, the average sized policy was 
$4,000 and that, when payable in cash, 
it was $1,800. 

“Policies held under settlement op- 
tions are much less subject to lapse. As 
from 25 to 40% of our income is de- 
rived, on the average, from renewals, 
the by-product of using settlement op- 
tions is increased income to us. 


Use of Tax Service 


“One of the most constructive service 
aids to our policyholders, and at the 
same time most productive of new busi- 
ness for us, is in the tax field. Even if 
we do not work on the larger cases 
there are still important tax suggestions 
which can mean substantial saving for 
our client. 

“For example, under present tax regu- 
lations, if a matured endowment is to 
be used for annuity income, there are 
legitimate tax savings if the ‘contract is 
settled prior to maturity. Few policy- 
holders know this, and they appreciate 
our calling their attention to this impor- 
tant detail. Frequently they are in a 
position to reinvest the income from the 
matured endowment and we get the new 
business. 

“Estate analysis affords another op- 
portunity for tax aid. Rearrangement 
of insurance programs develops oppor- 
tunities for substantial lines of new 

(CONTINUED ON NEXT PAGE) 
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State Associations’ 
Importance and 
Activity Increasing 


The increasing importance and rapidly 
expanding activities of the state asso- 
ciations were emphasized in the report 
of the committee on state and regional 
associations, of which Philip B. Hobbs, 
Equitable Society, Chicago, is chairman. 
The committee has undertaken to serve 
as a clearing house through which the 
activities and experience of each state 
association might be made known to 
the leaders of all others and in its 
report reviews some of these outstand- 
ing activities. 

State associations in Illinois, Indiana, 
Iowa, Massachusetts, Michigan, New 
York and Pennsylvania now have exec- 
utive secretaries, action along that line 
having been taken by Iowa and New 
York in 1945. New Quarter Million 
Round Tables have been reported this 
year from Connecticut and Illinois. The 
committee suggests that this is a worth- 
while activity for all state associations 
to undertake. In addition, an Industrial 
Leaders Round Table has been started 
by the Texas association. 


District Administration Plan 


Florida, Illinois and Pennsylvania 
have divided their states into districts 
with an officer of the state association 
directly responsible for visitation of 
associations in his district. The commit- 
tee requests 
other states have done along this line. 

New York and perhaps some other 
associations have raised the state dues 
to the limit of $2 set by the national 
trustees. The California association sup- 
plements the fund so received by ob- 
taining “sustaining members.” 


Educational Activities 


Along educational lines, the Con- 
necticut association has just completed 
a short course in cooperation with the 
Connecticut State University. The In- 
diana association is sponsoring the set- 
ting up of a one-year practical course at 
Purdue. The Montana association is 
interested in sponsoring a short course 
in the northern Montana normal school 
when transportation restrictions permit. 
The Florida association also has been 
active. In addition, the local managers 
group in Indianapolis is sponsoring full 
collegiate courses at Butler University 
and the managers association in Rich- 
mond is aiding in setting up courses in 
the University of Richmond. The New 
York association assists in setting up 
the examinations scheduled under the 
agents’ qualification law, supervising 
Preparation of the examination and as- 
sisting in their conduct. 


State Legislation Reviewed 


It is suggested that there should be 
no hasty action on new qualification 
laws until questions of state super- 
vision have been clarified. When this 
is done, the committee hopes to present 
for the consideration of state associa- 
tions a new and up to date model bill. 
_Many other matters of state legisla- 
tion also were taken up in the report. 
In states where revision of insurance 
codes may be taken up, including those 
where changes are proposed in connec- 
tion with legislation passed as the re- 
sult of the S.E.U.A. decision, it is 
suggested that the life men should keep 
in close touch with proposed changes. 
They are also urged to render every 
possible service to the commissioners 
on legislative matters during the mora- 
torium period. 


Aid for Guertin Laws Urged 


The so-called Guertin legislation has 
now been enacted in 24 states. It may 
be put into effect in 10 states without 
any changes in their laws. In the 
others legislation is necessary. It is 
Suggested that state associations should 
actively interest themselves in behalf 
of this legislation. 

The committee plans to hold a con- 
ference on savings bank life insurance 


information as to what, 


in New York some time this fall. Rep- 
resentatives of associations in states 
where it is now permitted or has re- 
cently been proposed will be invited to 
attend. The Connecticut and New York 
associations this year successfully op- 
posed bills proposing to increase or re- 
move the limits on such insurance. Bills 
to permit the sale of life insurance by 
savings banks were introduced in Mary- 
land and Pennsylvania but neither was 
enacted. 

The action of the N.A.L.U. trustees 
in appropriating $500 for extension ac- 
tivities of state associations the past 
year was enthusiastically received. From 
this fund allowances were approved for 
Colorado, Georgia, Illinois and Louisi- 
ana, Minnesota, Oklahoma and Pennsyl- 
vania. The committee asked the board 
to appropriate $1,000 for this activity 
the coming year. 


Hold 25 State Conferences 


The committee on local association 
administration headed by E. Dudley 
Colhoun, Shenandoah Life, Roanoke, 
Va., reported that 25 state conferences 
were held during the year, covering 27 
states and with representation from 315 
local associations with a total member- 
ship of 28,175. In addition, either in 
connection with these conferences or on 





separate schedules, official visits were 
made to 239 associations. 

The committee reports that perhaps 
the most helpful new material produced 
this year was that contained in the 
conference kits which were distributed 
at state conferences. Credit for this 
was given to James E. Rutherford, 
executive vice-president. 


Service Can Be 
Profitable, Miss 
Rockwell Says 


(CONT’D FROM PRECEDING PAGE) 


business, both for the purpose of cover- 
ing inheritance taxes and in the taking 
advantage of gift tax exemptions. 


Awaken Feeling of Loyalty 


“One well-to-do client has been in- 
vesting yearly $3,000 in single premium 
endowment on the lives of each of .six 
children, for the latter purpose. The 
case resulted from an estate analysis 
that disclosed she was not taking ad- 
vantage of these allowable exemptions. 

“It is not enough to depend solely on 
our efforts in making our service work 





pay for itself. Through conscientious 
and selfless service to our policyholders, 
may we not awaken in our clients a cer- 
tain feeling of loyalty to us, which will 
inspire them not only to call us when 
they know of possible leads for new 
business but even to be on the lookout 
for them? 

“If we will plan and follow through 
on our service work as thoughtfully as 
we do on our direct sales interviews. we 
can be confident that our efforts will 
prove profitable.” 





Integration Tips Given 
in Committee’s Report 





(CONTINUED FROM PAGE 14) 


excite the interest of most of the mem- 
ber units. As to conservation of mem- 
bership, the committee recommends that 
a committee be set up to call personally 
on everyone who cancels his member- 
ship. 

The state association should watch 
flagging associations and do something 
about them before they go out of exis- 
tence. 

The National association should ar- 
dress a courteous letter of inquiry as to 
the reason for each cancellation. 











Under the able guidance of William 
H. Andrews, Jr., NALU has rendered 
conspicuous service to a nation in the 
final year of global war. Your efforts 
have bound even closer the ties be- 
tween some thirty-seven thousand men 
and women who make up the NALU 
army. With the mellow glow of peace 
once again upon our land, and with 
the return of our young men and 


Shnandoah Lge 


INSURANCE COMPANY, Inc. 


S 7 2 OH ec. <a 





WELL DONE, MR. ANDREWS 


women from the armed forces, your 
splendid efforts will be even more 


fruitful. 


, 10, [i giceta. 


The men and women of The Shenan- 
doah Life believe whole-heartedly in 
NALU and the principles upon which 
it is built. We urge every eligible man 
and woman in the life insurance field 
to support this fine work with life-time 
membership in NALU. 
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WSLS SHENANDOAH LIFE STATION 
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Effective Debit 


Developing 


Methods Explained by Alpern 


The importance of planning prospect- 
ing calls, making a regular number each 
week and asking 
prospects to buy 
through the use of 
questions which 
disclose needs, was 
stressed by Paul 
Alpern, Westches- 
ter, N. Y., assistant 
manager Metropol- 
itan Life,.in de- 
scribing the meth- 
ods which enabled 
him to write $300,- 
000 on his debit in 
1944. Until he was 
promoted to his 
present post re- 
cently he was hitting a half-million dol- 
lar a year pace. 

“When I first took a debit I didn’t 
have any prospects—that is, I thought I 
didn’t have any prospects,” Mr. Alpern 
explained. “No one called me on the 
telephone or stopped me in the street; no 
one asked me for life insurance; what is 
more, no one, at any time, has ever 





Paul Alpern 


asked me for life insurance, and I am 
beginning to doubt that any one ever 
will. Well, that put it squarely up to 
me, and I began to do some heavy think- 
ing. It dawned on me that if people 
didn’t ask me maybe I ought to ask 
them. I remembered the remarks of a 
friend of mine. ‘You know,’ he said, 
‘knowledge, techniques, and skills have 
their place in selling, but never forget 
that you will never get an order unless 
you ask for it.’ On a debit you can’t 
help meeting people, but I had to admit 
that I hadn’t been doing much asking. 
So I began asking people, and I’ve con- 
tinued asking people. In fact, at first I 
didn’t do much more than that. In the 
meantime I have been improving my 
techniques but I still don’t forget that 
no matter what else I may do I won't 
get the order, or the app, unless I ask 
for it, and that I won’t get a chance to 
ask unless I get out and see people. 
“As soon as I began to think about it 
I waked up to the fact that I really had 
a great many people whom I could ask. 
That is one of the advantages of a debit. 
“I never counted them, but I had, I sup- 





CAREER 


THE COMPANY— 


ITS POLICIES— 


of our fieldmen. 


ice. 


pation. 


A. H. KAHLER 
Second Vice-President 
Supt. of Agencies 





EQUIPPED FOR POST-WAR 


The Indianapolis Life Insurance Company looks forward to the 
post-war years with confidence and anticipation. 
as a QUALITY, LEGAL RESERVE, MUTUAL, COMPANY. 
It is now in its 40th year and is prepared to render the kind of 
service that discerning buyers of life insurance will be seeking. 


Policies are tailor-made to fit modern needs. A wide range of juven- 
ile insurance, with full death benefits at age 5, has long been a tool 
Endowments, annuities, both Family Income and 
Family Maintenance—in fact, policies to fit every need are found 
in a compact, modern, complete rate book, and are well illustrated 
in sales literature and presentation forms. 


ITS POLICYHOLDERS— 


For many years, the Company has had an eaceedingly low lapse 
ratio. Policyholders like the sales methods of the carefully trained 
agency staff in the field, and prompt, considerate, Home Office serv- 


CAREER UNDERWRITERS— 


The Company has long been known as a builder of career men. 
They are carefully selected and thoroughly trained. They become 
a happy part of a family type of relationship with officers and Home 
Office personnel. Their average earnings are high because they are 
SUCCESSFUL, CAPABLE MEN. 


Yes, indeed, the Company looks forward with confidence and antici- 


INDIANAPOLIS LIFE 
INSURANCE COMPANY 


Indianapolis 7, Indiana 


Agency opportunities for qualified men in a few choice cities in Indiana, Illinois, 
Ohio, Michigan, Minnesota, Texas and lowa. 


SELLING 


Nationally known 


EDWARD B. RAUB 
President 








pose, about 500 families upon whom I 
was calling for premiums, or other serv- 
ice, in the weekly premium, monthly 
premium, and regular ordinary depart- 
ments. That is a good, big number of 
people—as many as a town of 2,500 and 
they were all mine; but it wasn’t an ex- 
ceptional debit; just average. I had ac- 
cess to their homes; I didn’t need any 
introduction; they knew me. What’s 
more, they had neighbors, friends and 
relatives. 

“IT soon learned, though, that while 
asking was a big help and away ahead of 
not asking at all, that I had to organize 
my asking. Like every other field man, 
it was my practice to make out a work 
sheet in advance of each week’s pre- 
mium calls, but while I had been listing 
on the sheet the premium and other 
service calls I intended to make, I hadn’t 
been putting down on my list any pros- 
pecting or canvass calls. I corrected 
that by including in my list, every week, 
anywhere from 10 to 20 prospecting 
calls. Of course we men on debits have 
a debit book in which our weekly and 
monthly policyholders are listed, to- 
gether with the policies owned by them 
in our company. Then we have another 
file—which we call the XO5—in which 
our regular ordinary policyholders are 
listed. From what I knew of the fami- 
lies on my debit, and of the insurance 
they owned, I picked out each week 
those whose insurance seemed inade- 
quate. 


Presents Policy Record 


“Then, during the week, I made a 
service call on each of the families I had 
listed. In the course of the call I would 
present to each of the families what we 
call a Form 3036; this is an attractive 
folder in which the insurance on every 
member of the family can be listed, and 
when completed, it is left with the fam- 
ily for filing with their policies. It is a 
record of the insurance owned in the 
family in our company and is something 
which most people are glad to have. 

“I would ask—and this is the differ- 
ence, at least in my case—between or- 
ganized and unorganized asking: ‘Mrs. 
Smith, I notice that it has been five 
years since Mr. Smith bought his last 
policy. Have there been any changes in 
the family since then?’ Sometimes the 
answer is ‘No.’ Very often Mrs. Smith 
would say, ‘Oh, we have had another 
child since then,’ or ‘Well, Jane has mar- 
— or something else about the fam- 
ily. 


Asks About Other Cover 


Another question asked by Mr. AI- 
pern is: “Mrs. Smith, is this insurance 
which Mr. Smith has in the Metropoli- 
tan the only insurance he owns?” Fre- 
quently he learns that this is, in fact, 
Mr. Smith’s only insurance, or that he 
might have a group policy or one or two 
other policies in other companies. 

Mr. Alpern then follows this up by 
saying: “Mrs. Smith, don’t you think it 
would be a good thing for Mr. Smith to 
bring his insurance program up to date? 
If he will be in this evening I will be 
around this way and stop in to talk to 
him.” He then arranges an appointment 
for that evening, or for whatever other 
time Mrs. Smith suggests as more con- 
venient. At the same time, he inquires 
about Mr. Smith’s age, and other perti- 
nent information, so that when he calls 
he can bring in a plan or recommenda- 
tion appropriate to Mr. Smith’s needs. 
Using this method Mr. Alpern had as 
many appointments as he could keep. 


Uses Social Security 


“With me, my best business-getter 
was through social security,” Mr. Alpern 
explained. “In towns and cities where 
there is any kind of manufacturing or 
factory industry—and that includes al- 
most every community—almost every 
employed man and woman today is un- 
der covered employment. Moreover, 
most people don’t know that their so- 
cial security may have a possible value 
to them of $10,000 or $15,000 or more 
but that they have got to do something 
themselves to realize on this value. It 
offers, I believe, the biggest prospecting 


Southern Minn., 
N. Y. State Win 
Membership Awards 


The Charles Jerome Edwards Trophy, 
presented each year to the local asso. 
ciation showing the largest increase in 
membership on the basis of one-half 
percentage of increase and one-half nu- 
merical increase, was awarded this year 
to the Southern Minnesota association, 
Others in the first 10, in the order in 
which they rank are, Atlantic City; 
Spartanburg, S. C.; Tyler, Tex.; Green- 
ville, S. C.; Miami; New York City; 
Indianapolis; Watertown, N. Y., and 
Ogden, Utah. 

The Philadelphia Award, presented 
each year to the state association show- 
ing the largest increase, figured on the 
same basis, was won by New York. It 
is followed in order by Pennsylvania, 
New Jersey, Indiana and Georgia. 








opportunity open to the agent today, 
and particularly to the agent on the debit 
because he is in closer touch with this 
large employed group than is anyone in 
the business. It is to this opportunity in 
particular that I refer when I suggest 
that the debit invites the dynamic pros- 
pector. He needs to be dynamic to 
measure up to the opportunity.” 


Types of Questions 

When calling on the home Mr. Al- 
pern asks such questions as the follow- 
ing of the wife, or of the husband if he 
is at home. If he isn’t at home he ar- 
ranges an appointment: 

“Mrs. Smith, your husband is covered 
under social security, isn’t he?” 

“Do you know the conditions which 
control the amount of benefits your hus- 
band would receive?” 

“Do you know the amount which he 
would be entitled to receive monthly at 
age 65?” 

“Do you know the amount which you 
would receive if your husband should 
die before retirement?” 

“Do you know the conditions which 
govern what you would receive after 
your husband’s retirement?” 

“Do you know the conditions relating 
to the payment of a lump sum death 
benefit?” 

“Do you know the benefits which 
would be payable to dependent children 
or dependent parents?” 


Opens Way for Appointment 

It isn’t necessary to ask all these ques- 
tions, because almost any one of them 
will do, Mr. Alpern explained. The an- 
swer almost invariably is that the pros- 
pect doesn’t know and the way is opened 
for an appointment. When the agent 
calls on the prospect and gives him the 
answers, the way is almost always open 
for a plan that will enable the prospect, 
or any member of his family, to get full 
benefit from the social security owned. 

His file of ordinary policyholders, 
called XO5, is another good source of 
prospects, Mr. Alpern pointed out. He 
may make an appointment through the 
wife when he is in the home for other 
service; or if the policyholder, as is the 
case with many ordinary policyholders, 
is one on whom he may call only occa- 
sionally, Mr. Alpern arranges with his 
manager to send the following letter to 
the policyholder: 

“12 Questions to Ask 
About Your Life Insurance 

“The enclosed leaflet is about a policy 
review service. 

“T have asked our representative to call 
and give you this service, which is of- 
fered to policyholders of the Metropol- 
itan without charge. 

“He will review the questions listed in 
the accompanying leaflet. This letter 
is sent so that you may know in ad- 
vance the reason for his visit. 

“You may find, of course, that some of 
the questions will not be of concern to 
you. On the other hand, it is probable 
that there will be at least two or three 


which should have your attention.” 
(CONTINUED ON PAGE 25) 
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Prestige May Mean 
Difference Between 
Success and Failure 


Edward Choate Presents 
14-Point Creed for 
Life Agents 


The weight, influence and force cre- 
ated by prestige can make the difference 
between failure and success in insurance, 
Edward Choate, New England Mutual 


Life, Los Angeles, declared in presenting 
a practical pattern 
for building pres- 
tige. 

“You and I have 
known members of 
our own profession 
who were _handi- 
capped to the frus- 
tration point by 
their own lack of 
prestige, prestige 
which inspires con- 
fidence, prestige 
which widens the 
circle of contacts, 
prestige which 
raises a man into a 
higher class of business! Prestige can be 
cultivated. From success in business 
and from character or reputation, pres- 
tige will rebound. to the benefit of the 
individual,” Mr. Choate emphasized. 

“Benefit” in this case means financial 
benefit and social and spiritual benefit, 
he explained. The person who inten- 
tionally seeks to build personal prestige 
through service and a proper philosophy 
of life will make more money and have 
more fun out of life while making a 
living. 

In presenting his pattern for a better 

life through increased prestige, Mr. 
Choate asserted that it will work for 
anyone and everyone as it is simple and 
practical. There are four things which 
must be done: 
_ “First, we must crystallize our think- 
ing and find out what we want to ac- 
complish in our home and business life; 
otherwise, our chances of accomplishing 
the things we want in life are small. 
Without a plan, we would have no more 
assurance of accomplishing those things 
that we have indicated we want than a 
builder would have of building a livable 
house just by dumping boards and bricks 
on a vacant lot and starting to work. We 
must have a plan. It is necessary to 
know what we want. We should put it 
down in black and white! 

“Second, we must develop within our- 
selves a sincere and burning desire for 
the things we’ve indicated we want. 

“Third, we must develop within our- 
selves an absolute faith in our ability, in 
our business or profession, and in the 
fact that we will have these things. 

“Fourth, we must develop within our- 
selves a determination that, regardless 
of what anyone else may think, we will 
follow through on our plan.” 

The importance, logic and ability to 
apply these four cardinal principles were 
brought home to Mr. Choate through 
the reading and study of the book 
“Think and Grow Rich” by Dr. Napo- 
leon Hill. If a person will impress daily 
his subconscious mind with certain 
thoughts and ideas, eventually his sub- 
conscious mind will pass them on to his 
conscious mind, and then he will auto- 
Matically have the use of these things 
that he has indicated he wants, accord- 
ing to Mr. Hill. 

Believing in this, Mr. Choate adopted 


Edward Choate 


the following 14-point creed, because it 


Seemed most important in developing a 
Correct philosophy of life: 

1. “‘T am thankful for my many 
blessings.’ If we don’t appreciate what 





we have, then everything becomes com- 
monplace. If we are thankful for what 
we have, we are happier and we reflect 
it in our relationships. A man who is 
negative and unhappy is not successful 
and he can’t build a clientele. 

2. “‘I appreciate my many opportu- 
nities.” The insurance business offers 
more opportunities than almost any 
other business. Wherever we go, busi- 
ness trip, vacation, or a pleasure trip, we 
have opportunities to develop future 
business. If we appreciate our opportu- 
nities, we seem to recognize these oppor- 
tunities better. We are more alert to 
opportunities. 

3. “‘I love my work.’ I like to do 
business with a man who loves his work. 
It’s human nature. If we love the work 
we do, people will like to do business 
with us. 


Try to Find Best 


4. “‘T will try to find the best in 
everyone and try to appreciate his point 
of view.’ A successful insurance solution 
to a personal or business problem can be 
reached only through an appreciation of 
the other fellow’s point of view. Always 
remember that your prospect’s educa- 
tion, background and home life are dif- 
ferent from yours, so that naturally he 
will have a different perspective from 
yours. If you don’t appreciate your 


client’s point of view, he certainly wiil 
not be a center of influence for you. 

5. “‘Everyone I call on or meet will 
be cordial.’ If you expect a person to 
be cordial, he will be. It’s human na- 
ture; it’s positive. You telegraph your 
feeling; you radiate it. 

6. “‘I will do an honest day’s work, 
the same that I would have to do for any 
other employer to be a success.’ An in- 
surance man is an independent con- 
tractor. He can do as he pleases; he 
makes out his own schedule. That in- 
dependence can be a blessing or a curse. 
If an insurance man has a dry spell of 
three or four months, it’s a sign he’s 
done a poor prospecting job for some 
three or four months back. If he is busy, 
he makes contacts that bring business. 


Keep Up Enthusiasm 


7. “‘T will keep up my enthusiasm.’ 
Enthusiasm is contagious; it is positive; 
it attracts. 

8. “‘T will not hold negative thoughts 
about my prospects.’ I remember a time 
when I used to worry about whether to 
telephone a busy and important man. 
Always, any time of day, it seemed to 
me that there were reasons why that 
particular time would be a bad time to 
interrupt him. Now if I have business 
with a man, I don’t worry about the 
clock; I call him; I am confident. The 


approach is positive, and I seem to tele- 
graph my feeling to him mentally and in 
the tone of my voice. It works. 

9. “*‘I will have the courage to see all 
those I wish to see.’ In the old days I 
used to make a list of 50 names to see. 
Then I’d pick out the easiest and let the 
others go. Determination to make all 
the calls, instead of just the easy ones, 
will multiply your results. 

10. “‘I will make my business a 
game. Making business a game puts 
more pleasure into work. It creates a 
more positive outlook. 

11. “‘TI will not become discouraged.’ 
I sincerely believe that there’s a reason 
for everything, and that everything hap- 
pens for the best—provided that you 
have used all your energy and effort and 
intelligence to do something construc- 
tive. If it doesn’t work out, the failure 
is a blessing in disguise. 

12. “‘I will make life a little sweeter 
for someone every day.’ This is one of 
the most important and most remunera- 
tive of the 14 rules. The law of compen- 
sation is truer than the law of compound 
interest! 

13. “‘I will always be courteous.’ 
When a person is courteous, it does 
something to him. It lifts him up a little 
bit, and others do appreciate it. 

14. “‘T will pattern my life on the 

(CONTINUED ON LAST PAGE) 
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Baumann Secretary; 
Hilmes, Moynahan, 
Pirnie New Trustees 





(CONTINUED FROM PAGE 3) 


Baumann, Pacific Mutual Life, Houston, 
was chosen over Clifford H. Orr, Na- 
tional Life of Vermont, Philadelphia. 
Both have been serving as trustees. Mr. 
Orr is expected to be a strong con- 
tender for the post next year. He will 
have a busy year ahead of him aside 
from his National association work, in 
view of his election as president of 
the American Society of C.L.U. 
These selections give a good geo- 
graphical distribution of the N.A.L.U. 
offices, with Mr. Connell from the east, 
Mr. Hobbs from the middle west and 
Mr. Baumann from the southwest. 


Three New Trustees 


The new trustees elected are Jack 
Hilmes, Equitable of Iowa, Des 
Moines, and John D. Moynahan, Metro- 
politan Life, Berwyn, Ill., for two-year 
terms, and Roderick Pirnie, Massachu- 
setts Mutual Life, Providence, R. L., 
for a one-year term to fill the vacanacy 


caused by the advancement of Mr. Bau- 
mann to secretary. 

Four trustees whose terms had ex- 
pired were elected for full two-year 
terms: E. Dudley 
Colhoun, Shenan- 
doah_ Life,. Roan- 
oke, Va.; Ernest A. 
Crane, Northwest- 
ern Mutual Life, 
Indianapolis; Way- 
man L. Dean, Life 
& Casualty, Jack- 
sonville, Fla., and 
Steacy E. Webster, 
Provident Mutual 
Life, Pittsburgh. 
Ralph W. Hoyer, 
John Hancock Mu- 
tual Life, Colum- 
bus, O., and E. J. 
Dore, Berkshire Life, Detroit, the other 
trustees whose terms expired, were not 
candidates for reelection. 





S. E. Webster 


New Trustees Are “Observers” 


Here again the geographical balance 
was well maintained, with Mr. Pirnie 
and Mr. Webster representing the east. 
Messrs. Crane, Moynahan and Hilmes 
the middle west and Messrs. Colhoun 
and Dean the south. There was no 
Pacific Coast man on the slate this year, 
but two of the holdover trustees, A. C 








money in these times. 


alone under our plan. 


If you are disabled. 





THE NEW INSURANCE 
MONEY MAKER 


Issued by the 


ILLINOIS BANKERS LIFE 
ASSURANCE COMPANY 


The Income Builder 


1. We have a NEW PLAN to enable you to make more 


2. ONE-TENTH THE SALES, through large first com- 
missions and large renewal commissions, will return you 
TEN TIMES the earnings of the same volume of life 


insurance alone under our plan. 


IN ONE YEAR, you build as large a renewal income 


as you would in ten years writing the life insurance 


This Insurance Pays All Ways: 
If you live too long. 
If you do not live long enough. 


If you have an emergency need for cash. 


ALL AT EXCEPTIONALLY LOW COST. 


HUGH D. HART 
Vice-President and Director of Agencies 


ILLINOIS BANKERS LIFE 
ASSURANCE COMPANY 
MONMOUTH, ILLINOIS 

















Duckett, Northwestern Mutual Life, 
Los Angeles, and Hugh S. Bell, Equi- 
table Life of Iowa, Seattle, are from 
that section. 

The three newly elected trustees were 
on hand for this meeting and sat in as 
observers. Messrs. Dore and Hoyer, the 
retiring trustees, will likewise be eligible 
to sit in at board meetings the coming 
year in a similar capacity. 

The initial session of the trustees, at 
which the election of officers was con- 
ducted under the same general proce- 
dure usually followed at national coun- 
cil meetings, was an open one, but all 
of the others were executive. Eber M. 
Spence, Provident Mutual, Indianapolis, 
reported the proposed slate of officers 
and trustees as chairman of the nomi- 


nating committee, and Mr. Hoyer 
served as elections chairman. The 
nominating committee reported nine 
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JACK HILMES 


candidates for trustee, those who failed 
to make the grade this time being Theo 
M. Green, Massachusetts Mutual Life, 
Oklahoma City, and Ralph A. Trubey, 
Guardian Life, Fargo, N. i 





Headquarters Staff on Hand 


The N.A.L.U. headquarters staff was 
on hand including James E. Ruther- 
ford, executive vice-president; Maxwell 
L. Hoffman, managing director; Wilfrid 
E. Jones, executive secretary, who is 
also editor and manager “Life Associa- 
tion News”; Donald F. Barnes, head of 
the new veterans’ bureau, and Lawrence 
Baker, Washington counsel. 


Scovel, Big Factor in 
Building Up N.A.L.U., Dies 


Charles W. Scovel, 83, who died this 
week at his home in Pittsburgh, was one 
of the big factors in the upbuilding of 
the National Association of Life Up. 
derwriters in its early days and was 
for many years one of the most proni. 
nent life men in western Pennsylvania, 
During his term as president of the 
N.A.L.U. in 1905-6 he was the main 
factor in establishing the “Life Associ. 
ation News” and extending the move. 
ment into Canada. 

After graduation from Columbia Uni. 
versity and the University of Berlin he 
practiced law in Pittsburgh for 11 years 
and entered life insurance in 1887 as 
western Pennsylvania manager of Proy. 
ident Savings Life. In 1908 he became 
superintendent of agents of the old 
Pittsburgh Life & Trust but resigned 
the next year to go with Penn Mutual, 
He became associate general agent of 
Northwestern Mutual Life in Pittsburgh 
in 1912 and was with that company for 
many years until his retirement a num- 
ber of years ago. He served as pregi- 
dent of the Pittsburgh Life Underwrit. 
ers Association 1901-3. 





Trust Council Movement 
Expands, Conway Reports 


Despite the absence of personal con- 
tact as a result of war-time conditions, 
the life insurance-trust council move. 
ment has been substantially expanded, 
Paul H. Conway, John Hancock, Syr 
acuse, chairman of the committee on co- 
operation with trust officers, reported. 
He cited the constructive programs of 
the Philadelphia council as an example 
of how interest can be stimulated. The 
Jacksonville, Fla., council carried ona 
continuous program of advertising and 
the Cleveland, Connecticut and Newark 
councils were active in bringing life 
agents and trust men together. New 
councils have been organized in Char- 
lotte, N. C., Cincinnati, Dallas and De 
troit. There are now 27 active councils. 

Attention has been given the attitude 
of life companies concerning the use 
of optional methods of settlement where 
beneficiary is a corporate trustee or te 
ceiver as well as ways and means for 
better coordination concerning the pay- 
ment of life insurance proceeds in cases 
where estates are subject to federal 
taxes. As time goes on the committee 
feels that it may be advisable to have 
special studies of both of these matters 
made by properly qualified joint com- 
mittees. 





Named Trustees of National Association 





ERNEST A. CRANE 
Indianapolis 
Northwestern Mutual Life 
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RODERICK PIRNIE 
Providence 
Massachusetts Mutual Life 
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Several Public 
Relations Projects 
Are Completed 


The announcement is contained in the 
report of the committee on life insur- 
ance information of which Steacy E. 
Webster, Provident Mutual, Pittsburgh, 
is chairman, that a number of form 
talks for use before public gatherings, 
radio talks and advertising copy for use 
by local associations have been com- 
pleted and are ready for distribution. 
The talks include one lasting 30 minutes 
on “Life Insurance Reports To You,” 
another of 20 minutes, “The Economic 
and Social Contribution of Life Insur- 
ance.” 

There are two radio talks, one of 
five minutes and one of 15, both based 
on “Life Insurance Reports to You.” 

In cooperation with the Institute of 
Life Insurance, three sample pieces of 
advertising copy for use by local asso- 
ciations have been completed. 


Text of Book Completed 


The text of a book “Buying Insur- 
ance” has been completed as a result of 
the committee’s cooperation with the 
National Better Business Bureau and the 
National Association of Secondary 
School Principals. This will be issued 
as a part of the consumer education 
series of those two organizations. Copies 
of the text have been submitted to com- 
mittee members and to the Institute of 
Life Insurance and other leaders for re- 
actions and suggestions. Before the book 
is printed there will be a conference 
with Dr. Thomas H. Briggs to discuss 
revisions. It is expected that the book 
will be in the hands of high school prin- 
cipals and teachers this fall. 

The talks for public gatherings and 
the radio talks will be released to local 
association presidents immediately to- 
gether with suggestions for promoting 
a successful public meeting. The ad- 
vertising copy will be submitted to local 
associations for their reactions. They 
will be offered to the local units as the 
beginning of a series which it is hoped 
they will sponsor in their local news- 
papers. As soon as sufficient associa- 
tions have indicated their intention to 
use the series, the copy will be prepared 
in mat form. 


Public Relations Booklet 


A public relations booklet for field 
men is in process of preparation. It is 
hoped that a motion picture film for use 
before school groups, parent teacher as- 
sociations, civic and community clubs, 
etc., will go into production this fall. 
The committee has discussed the synop- 
sis of the film with the Institute and 
with representatives of J. Walter 
Thompson advertising agency. 

More than 100,000 copies of “Life In- 
surance Dollars in Action” and “The 
Handbook of Life Insurance” are now 
being used in the schools. The commit- 
tee urges local associations to promote 
distribution of these booklets. 

Several local associations that spon- 
sor public relations meetings during the 
year were commended. 

Local associations are invited to seek 
the help of a special committee of the 
Life Advertisers Association that was 
set up to cooperate in the field of public 
relations. 





Edwards and Mozley Speak 


At a luncheon Thursday J. Stanley 
Edwards, Aetna Life, Denver, a past 
N.A.L.U. president, and Frank Mozley, 
Beneficial Life, Salt Lake City, spoke 
briefly. 





Taggart Reports Cooperation 


Close cooperation with the U. S. 
Chamber of Commerce was reported by 
Grant Taggart, California-Western 
States Life, Cowley, Wyo., chairman of 
the N.A.L.U. committee on cooperation 
with the chamber. Recommendations 





of the N.A.L.U. committee on federal 
law and legislation adopted at the De- 
troit convention were presented to the 
chamber’s insurance committee. These 
proposals include deduction for life 
insurance premiums in connection with 
federal income tax returns and the ear- 
marking proposal in connection with 
federal estate taxes. 





Chicago Group Host 

The Chicago Association of Life Un- 
derwriters was host at a cocktail party 
Wednesday evening with H. Kennedy 
Nickell, Connecticut General, president, 
in charge. Guests included Miss Mil- 
dred Hammond, secretary, and Ralph H. 
Kastner, associate general counsel 
of the American Life Convention; Mrs. 
Lillian Herring, secretary Insurance 
Federation of Illinois; Miss Joy M. 
Luidens, executive secretary Chicago 
association; Mrs. W. H. Andrews, Jr., 
wife of the N.A.L.U. president; Mrs. E. 
Dudley Colhoun and Mrs. Roderick Pir- 
nie, wives of trustees. 


W. Rankin Furey, former N.A.L.U. 
trustee and now vice-president Berkshire 
Life, attended the cocktail party 
Wednesday evening. He was en route 
to St. Louis. 





LATE FLASHES 





H. & A. Conference Decides 
to Hold Two- Day Meeting 


The executive committee of the Health 
& Accident Underwriters Conference, 
which previously had decided to hold an 
abbreviated one-day annual meeting in 
Chicago at the Edgewater Beach Hotel, 
Sept. 25, has voted to expand it to a 
two-day meeting, Sept. 24-25. 

This action was taken in view of the 
removal of convention restrictions, 
whereby meetings may be held with the 
maximum attendance of 150 delegates 
from out-of-town. Attendance at this 
meeting therefore will be restricted to 
not more than 150 out-of-town delegates. 

No special speakers or prepared ad- 
dresses will be scheduled. The meeting 
will consist of discussions conducted for 
the most part by conference committee 


chairman. Other routine business in- 
cluding election of officers will take 
place. 


Worcester Is Club President 


Waldo T. Worcester of the Fred T. 
Jordan home office agency of Union Mu- 


tual Life, Portland, Me., one of the N.A: 
L.U. “convention by mail’ speakers, 
whose presentation appears in this is- 
sue, has qualified as president of his 
company’s leading production club with 
the greatest paid volume for the 12 
months, while Ulric Daigle, Van Buren, 
Me., won the vice-presidency by virtue 
of his leadership in cases. 

There are 39 qualifiers for member- 
ship, the largest number in its history. 


Kirkpatrick to U. S. 
Chamber Post 


A. L. Kirkpatrick has resigned as in- 
surance editor of the Chicago Journal of 
Commerce to become head of the Insur- 
ance Department of the United States 
Chamber of Commerce at Washington. 


Jul “Christmas” Baumann 


The origin of the first name of the 
new secretary of the National Associa- 
tion of Life Underwriters, Mr. Baumann 
of Houston, has puzzled many persons 
who are not familiar with the Scandi- 
navian tongue. The name is “Jul” and 
according to Mr. Baumann, it means 
Christmas in Norwegian, “glad to you.” 











WHAT’S WRONG WITH THE AGENT? 


Sometimes we at the Provident 
Mutual home office get a little 
impatient with those who 
chronically view with alarm 
the American life insurance 
agent and the agency system 
and decry the agetn as inade- 
quate, uninformed, and unim- 
portant. 

Possibly we are prejudiced, 
but we cannot see it that way. 
By and large we believe that 
agents are adequate, well in- 
formed, and definitely impor- 
tant. From our experience with 
Provident underwriters we find 
them generally to be men of 
good education, good charac- 
ter, and high standing in their 
communities. 


PROVIDENT MUTUAL LIFE 





For instance, last year the 
agents of this Company sold an 
average policy of $5600. This 
year it is even higher. They 
attract a high-type of client to 
the Company and the lapse rate 
on their business is unusually 
low. The average length of 
Provident service among all 
active whole-time agents and 
general agents is 16 years. And 
their earned income is gratify- 
ingly high. Agents tell us that 
easy money has much to do 
with these records, but we 
know that the functional pres- 
entation of life insurance — 
definitely a Provident method 
of solicitation—makes for in- 
surance appreciation. 


INSURANCE COMPANY 


No, we don’t pretend that 
the Provident agent is perfect 
—but in most cases he is a 
good guy doing a good job. 
And his clients like him. 

It was in 1937 that we orig- 
inated the slogan for Provident 
agents: “You Are Important 
People.” We have seen no rea- 
son to change our philosophy. 
Without agents there would be 
no policyholders, no Company, 
no interest problem, no selec- 
tion difficulties, no actuarial 
headaches. Agents make the 
wheels go round. Of course, 
they are important people!: 
More power to them! 


of PHILADELPHIA, PA. 
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Prospect, Interview Agent's Main Needs 


(CONTINUED FROM PAGE 8) 





one family is concerned. What differ- 
ence does it make to them that other 
bombers set huge fires and destroyed 
munition dumps and factories? For 
them the war is over because their 
daddy or their son was in one of those 
bombers that failed to return. 

“Today and every day, some daddy 
right here at home is going to fail to re- 
turn, and women and little children are 
going to suffer because we have not 
taken the message of life insurance to 
those men. That is the responsibility 
you assumed when you entered the life 
insurance business. 


Few Know How to Invest 


“Why is it that most men reach the 
end of life with so little? Is it because 
the average man usually drifts along, 
making money, buying bonds and prob- 
ably taking a dip in the stock market 
now and then, buying real estate, and 
otherwise displaying his ability as an 
investor, hoping that finally when he 
reaches age 60 or 65, there will be plenty 
of funds on hand to take care of him? 
The average man makes plenty of 
money in his own business from the 
time he is age 25 to 60 to take care of 
him the rest of his life, providing it is 
safely invested. But he wants to get 
rich. He knows the chances are 100 to 
1 or possibly 1,000 to 1 against him, but, 
in spite of that fact, he continually 
makes investments about which he 
knows nothing. 

“Too late, the average man learns that 
investing money is a business all its 
own. They are a wonderful success in 
their own business, but when it comes to 
investing money, they rarely ever suc- 
ceed. Tell your prospect he can gamble 
later in life when the children have been 
educated. Ask him if he can afford to 
make his family gamble now, when a 
small portion of his income will not only 
insure their future well-being but also 
his own. 


Times Are Uncertain 


“But your prospect may justly say 
that times are uncertain. Sure, they are 
uncertain. Five, 10, 15 and 20 years ago 
men used that same excuse for not buy- 
ing life insurance, not because they did 
not want it, but because you and I did 
not take the right message to them. 
Does a widow know anything about 
times being uncertain? To a widow 
without money, is there anything more 
uncertain than groceries, rent money 
and clothing? Is there anything in the 
world more uncertain to an old man in 
the shadow of life than to be without 
money and to wonder from month to 
month which of his children will be will- 
ing to accept him in his household?” 

Sometimes there is a prospect who 
agrees with everything the agent says 
and then he brings up the question of 
inflation. “Of course, I have never 
been able to find anybody who could de- 
fine ‘inflation,’ but the best answer I 
have ever heard is simply to tell your 
prospect that whatever amount of 
money he expects to save each year, to 
put 25% of it into life insurance. If the 
other 75% is invested in his way, and if 
stocks or bonds or commodities go up, 
then his 75% will probably make him 
rich and the little 25% he put into life 
insurance will be of small consequence. 
But, if the thing happens to him that 
happens to 95% of the men, at death or 
at age 65, his 75% is lost; then the 25% 
he has put into life insurance will look 
like a gold mine.” 


Uses Chart on Presentation 


Mr. Green has found in his presenta- 
tions that a chart showing what a man’s 
present insurance will do for his family, 
and what is needed, is the one thing that 
will produce business at least three times 
out of every four presentations. He uses 
a very simple chart like that on the 
next page. However, on the left-hand 
side of the chart where it shows 
amounts from $25 to $125 monthly in- 


ee, 


come, this space is left blank, because 
the agent may want to make the blocks 
higher for some prospect who desires 
an income of $200, $300 or more per 
month for his family. 

In the chart he uses with his clients, 
the solid black area is blue and the 
cross-lined area red. “I state that the 
blue area is for the monthly income pro. 
vided by his present insurance and the 
red area the income suggested for his 
family. I then fill these in solid with 
blue and red pencil. Under the clean. 
up, emergency, education and tax blocks, 
I write with black ink the amount needed 
and then cover it over with a different 
color pencil. The ink will show through, 


Typical Case Suggested 


“For the purpose of our explanation, 
let us assume that this prospect has a 
wife, age 30, with two children, Bob, 
who is 6, and Ruth, who is 8. He owns 
his home, has $1,000 in bonds, $1,000 in 
the bank and $3,000 in miscellaneous as- 
sets of questionable value. He earns 
$350 per month, and he owns $11,000 of 
life insurance. 

“I have found that people can realize 
their wants or needs much easier and 
much more quickly when they visualize 
something, than when you tell them 
about it. Therefore, I show in_ this 
chart that his present insurance will give 
his wife $75 per month for 15 years 
and then she is through. He readily 
agrees that this is not sufficient, at 
least, until the children are through 
school. We suggest that she have a 
step-down method of income. He thinks 
that she might possibly get by on $150 
per month. We always figure slightly 
less than he thinks necessary. Suggest 
that she might get by on $125 per 
month during the shock period immedi- 
ately following his death and then the 
income to be reduced gradually rather 
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than pay for 15 years and then lop off 
entirely. We make up the chart show- 
ing him this program, $125 per month 
for the first five years, $100 per month 
for the next five years, $87.50 per 
month for the next five years, $75 per 
month for the next five years, $62.50 per 
month for the next five years and $50 
per month thereafter for life. 


Additional Insurance Needed 


“Then using the slide-rule calculator, 
or any method you prefer, you find that 
it takes approximately $15,000 to give 
his wife an income of $50 per month for 
life. Then you need an additional $12.50 
per month for 25 years. This requires 
$2,600. You need an additional $12.50 per 
month for 20 years, and this will re- 
quire a fund of $2,250. You will need an 
additional $12.50 for 15 years, and this 
will require a fund of $1,800. You will 
need an additional $12.50 for 10 years, 
and this will require $1,300, and you 
will need an additional $25 per month for 
five years which will require $1,400. 
This totals $9,350, together with the 
$15,000, which makes a total of $24,350. 
Therefore, since he has only $11,000 of 
insurance, he is $13,350 short. 


What Can Be Cut Out 


“On the back of the sheet, with heavy 
ink, I write in the amount necessary 
to pay each bracket of income for the 
years shown. If he says he cannot af- 
ford to buy an additional $13,350, I ask 
him to hold the chart up to the light 
and he can see the amount required for 
each block and just ask him which he 
wants to cut out. If he can possibly 
scrape up the money, he will not cut 
out any of it. In most cases he will 
buy and when he signifies his intention 
of buying, then you ask him how much 
he needs for a clean-up fund, and then 
you put that in the clean-up fund col- 
umn; how much he wants for an emer- 
gency fund, and then you put that in 
the emergency column; and finally, how 
much he wants for the education of his 
children, and then you put that in the 
education column. He may not buy these 
last three or four items at that time, but 
if you will leave that chart with him, he 
will buy it later on. 


Works for Any Bracket 


“If you wanted to start the income 
at $250 per month and have $100 per 
month for life, just make the brackets 
$50 instead of $25, or for any other 
amount you may desire. This chart 
works equally well for the man who 
makes $350 per month or the man who 
makes $5,000 per month. When you get 


Chart Used by Theo. M. Green 
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in the higher brackets, of course you 
use the block under taxes. 

“The prospect of closing the sale 
goes up in the exact proportion to how 
wwell we are prepared for the interview. 
We should never call on a prospect un- 
less we are fully prepared, and I am a 
firm believer in spending at least one 
hour in preparation for each five min- 
utes we expect to be before our pros- 
pect.” 





Effective Debit Developing 
Methods Are Explained 





(CONTINUED FROM PAGE 20) 


The questions in the leaflet to which 
the letter refers are these: i” 
1. Do we have your correct mailing 


address? Are premium notices being re- 
ceived promptly? 
2. Have any of the _ beneficiaries 


changed their names? 

3. Are there children not yet named 
as beneficiaries? 

4. Have there been 
among other dependents? 


any changes 


5. Have you named a contingent ben- 
eficiary or beneficiaries? 

6. Have you any policies not now in 
benefit which might be eligible for rein- 
statement? 

7%. Have you loans on any of your in- 
surance? If so, have you availed your- 
self of the company’s plan for the con- 
venient repayment of policy loans? 

8. Have you taken advantage of your 
right to have your insurance paid as a 
monthly income? 

9. Should any of your insurance be 
designated to: (a) pay off a mortgage, 
(b) supply educational funds, (c) pro- 
vide a retirement income, etc.? 

10. Have you made provisions for in- 
come in the event of sickness or acci- 
dent? 

11. Does your wife (or other bene- 
ficiary) know where your policies are 
kept? 

12. Are you covered under the re- 
vised social security act? If so, do you 
know how much income you or your 
wife will receive? 

Almost every man needs to know and 
wants to know the answers to at least 
one or more of these questions, Mr. Al- 


N.A.L.U. Progress 
Reported by 
President Andrews 


Accomplishments of the National As- 
sociation of Life Underwriters during 
the past year fall into five general cate- 
gories, William H. Andrews, Jefferson 
Standard Life, Greensboro, N. C., point- 
ed out in his presidential report. Prog- 
ress was made in: Improving the lot 
of the life underwriter; increasing the 
prestige of the life underwriter; pro- 
tecting the interests of the life under- 
writer and the public; increasing the 
strength of the association and enhanc- 
ing its value to the membership; and 
cooperating fully and constructively with 
all other organizations in the field of 
life insurance. 

Expressing regret that it was not 
feasible to hold an annual convention, 
Mr. Andrews pointed out that these 
meetings have always been the high- 
light of the N.A.L.U.’s work during the 
past 55 years. Although a convention on 
paper can never take the place of 
“living” conventions, Chairman Carlton 
Cox, Metropolitan Life, Paterson, N. J. 
and his program committee have secured 
a representative cross-section of pro- 
ducers to tell of their methods. 

Reports of the committees were sum- 
marized by Mr. Andrews. He expressed 
appreciation for the cooperation of the 
ne members and headquarters 
staff. 








pern reported. “When I call I review 
the questions—right through the list— 
and arrange to take care of such service 
as may be required. But at the same 
time, I have obtained a good picture 
of his situation and his needs; I have 
an opportunity to talk to him under 
the best of conditions—and after all 
that is all any good life insurance man 
wants—an opportunity to talk to people 
about their life insurance under the right 
conditions. 

“There is no miracle in it, and of 
course neither this nor any other plan 
will work unless it is used consistently— 
which, with me, meant making from a 
dozen to two dozen calls regularly, each 
week, and usually in the evening when 
the head of the family was at home.” 





Build prestige by having all the an- 
swers. Get the new Unique Manual- 
Digest. $6 from National Underwriter. 











Congratulations to President “Bill” Andrews and Nat'l Hdgts. staff for their excellent 
work during the past year. 
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fic recommendations and these _ pro- 
voked much discussion. Adjournment 
was taken late in the afternoon without 
a final decision having been reached, 
but the matter was disposed of in short 
order the following morning with the 
decision to refer several of the proposals 
to a committee to be named by Presi- 
dent Connell. Most of the balance of 
the day, Thursday, was consumed with 
a consideration of rather intimate or- 
ganization affairs concerning which no 
announcement could be made because the 
action that was taken is incomplete. 


Donald Barnes Reports 


Reports were heard Thursday from 
the committee on agency practices, that 
on publications and Donald Barnes, who 
has returned to headquarters from the 
army, outlined the scope of activity of 
the newly established veterans affairs de- 
partment which he heads. Mr. Barnes 
said that the department will undertake 
to acquaint N.A.L.U. members in close 
detail concerning all matters relating to 
National Service Life Insurance so that 
the agents can give the most competent 
and intelligent advice to veterans. 

The department will also disseminate 
information on other matters of interest 
to veterans. However, this will be more 
in the nature of a referral service. The 
department will keep N.A.L.U. mem- 
bers advised of the various government 
agencies and bureaus that have jurisdic- 
tion of particular phases of veterans’ 
affairs. Mr. Barnes’ department will not 
undertake, on matters outside of N.S. 
L.I., to teach life insurance agents to 
be experts on the substance of benefits 
and privileges but rather to be in a 
position to instruct the veterans where 
to go to get the information that they 
are seeking. This might be compared 
to a road map service. Mr. Barnes em- 
phasized that there is no such compre- 
hensive service available anywhere to- 
day. 

Also the department will review pend- 
ing legislation affecting veterans against 
the possibility that there might be mat- 
ters upon which the N.A.L.U. would 
desire to take a position. 

The end of the war has made a greater 
speed-up necessary. 


New Plan for Filling Vacancies 


A new procedure was adopted for fill- 
ing vacancies on the board of trustees. 
When such a vacancy occurs, the trus- 
tees will notify all members of the 
national council and invite them to sub- 
mit names or endorsements. These will 
be taken up by the trustees, acting as 
a nominating committee, and a_ slate 
sent out to the members of the council 
for a mail vote. 

A resolution on National Service Life 
Insurance was adopted which urges that 
all life insurance men should inform 
themselves on all the benefits which are 
available to veterans and their depend- 
ents. 

Memorial resolutions were adopted on 
the deaths of Charles W. Scovell of 
Pittsburgh, formerly N.A.L.U. presi- 
dent, and Tom B. Reed, Great Southern 
Life, Oklahoma City, former trustee of 
the National association. 


W. S. Leighton Is on Hand 


William S. Leighton, New York Life, 
Minneapolis, mingled with the N.A.L.U. 
group at Chicago for a couple of days. 
He went from there to Milwaukee but is 
returning to Chicago for the annual 
meeting of the American Society C.L.U. 
at the Edgewater Beach Hotel, Chicago, 
early this week. He is a director of that 
organization. Mr. Leighton is a mem- 
ber of the N.A.L.U. committee on 
agents’ compensation and it was mainly 
because of his interest in that subject 
that he went to Chicago for, the N.A. 
L.U. gathering. 


Sound Induction 
Policy Maintains 
Esprit de Corps 


Alfred C. Duckett, Northwestern Mp. 
tual Life, Los Angeles, in reporting as 
chairman of the 
committee on 
agents compensa- 
tion, alluded to the 
report that his 
committee made 
under datevor 
March 16, That 
was in the nature 
of a blueprint cov- 
ering the duties of 
the agents, the re- 
muneration to be 
paid for the proper 
performance of the 
duties and sugges- 
tions as to proper ; 
managerial conditions under which the 
agent may attain his maximum eff- 
ciency. 

Although there has been some vari- 
ance of opinion upon the part of the 
committee as to the proper formula for 
the vesting of renewals, Mr. Duckett ex- 
pressed confidence that this detail will 
in time be satisfactorily solved by the 
companies. 


Post-war Manpower Situation 


Mr. Duckett said the statement re- 
garding postwar manpower as issued by 
the Research Bureau’s committee on 
agency management, substantiates en- 
tirely the findings of the N.A.L.U. com- 
mittee on compensation in connection 
with conditions under which the maxi 
mum efficiency may be expected from 
the agency force. The company com- 
mitee, he said, clearly recognizes that 
indiscriminate induction of a large num- 
ber of unfit agents after the war would 
be contrary to good public relations, that 
the practice would be unfair to the ca- 
reer agent, that it would be costly to 
companies and management and would 
be in contradiction to the underlying 
thought that selection of new agents 
should be carefully executed. 

“If the esprit de corps of the field 
force is to be maintained and improved,” 
he said, “a tremendous responsibility 1s 
thrown upon the home office and mant- 
agement to see that the proper type of 
induction is carried out.” 


Study Debit Men’s Compensation 


Mr. Duckett recommended that the 
March 16 report be forwarded to the 
president and agency director of each 
company. 

Mr. Duckett said the committee hopes 
that attention will be turned now to 4 
study of compensation plans for men op- 
erating in the debit companies. 





A. C. Duckett 





Approve Award as 


Memorial to 
John N. Russell 


The trustees of the N.A.L.U. at their 
meeting in Chicago this week approved 
a proposal submitted by John Henry 
Russell of Los Angeles, a former vice 
president of the National! association, for 
the establishment of the John Newton 
Russell Award for the most outstanding 
service to life insurance. It would con- 
stitute a memorial to Mr. Russell's 
father, the late John Newton Russell, 
long home office general agent of Pacific 
Mutual Life, who was president of the 
N.A.L.U. in 1916-17 and active in its 
affairs until his death a number of years 
ago. 

The award will be handled by a com- 
mittee on which the N.A.L.U. and other 
life insurance organizations will be rep- 
resented. Each recipient will be give 
a watch and a small plaque. 





Facts will help you close “stallers.” 
Get the new Little Gem now. $2.50 singly 
from National Underwriter. 
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Metropolitan First 
in N.A.L.U. Members 


A compilation of the membership of 
the National Association of Life Un- 
derwriters by companies shows Metro- 
politan Life far in the lead, with nearly 
twice as many members as any other 
company. Prudential is second and 
John Hancock third. The standing for 
the first 50 companies follows: 


meatropolitan Elle v6.6. ccc ceweecs 6,060 
UTR CRATE CHEMI 9 orc 6. 0) 9 001 0) oon kre. baie lo siersue ace HOPEM 
John Hancock Mutual Life......... 2,026 
I ONS EN oo ecuile eer cl loisie's & le 1,552 
MRUENL AEC HIOCIOCEY . ook ccc eccec cede 1,500 
Northwestern Mutual Life.......... 864 
UR RAEEME IRE O foci aa Shere ais Shee we si neler 770 
UREMNO SIERO 006 aca cist o: 0) 016-8: 64: 6 8.6/8 wos wanes 765 
MM ER LAR car oc a 69:0 oP aie OL0is o'er ¢ oe mina oe 754 
National Life & Accident........... 713 
COST OLAS ES aS 3: A ar a 672 
ate Ge COSUMIEN 5.6.5.5. 6 csics acne veces 594 
Western & Southern Life.......... 542 
Massachusetts Mutual Life......... 540 
New England Mutual Life.......... 515 
Mutual Benefit Life...... Ee Ra ee tee 503 
Equitable Life of Iowa............. 449 
Connecticut Mutual Life............ 440 
OCMC WEUCUAE PREG. 5 55008 ccc s eae ses 393 
HOt CGMEPSP TIE. oc ccce sc eccccsces 372 
Connecticut General Life........... 363 
MUGNEIOCG: MIME. a cave cid 656. 6-6:% ors v:iavecnelecls 352 
Provident Mutual Life........ccecce 350 
Mrmerican WaAtiORal 2 osc cece cess ces 348 
NRE ea gece gree sk ba dial y ole dre 328 
MP Eale OF CANROG ew cccic cc ceo snes 299 
Bincoin National Life........5 cc ccees 291 
Gecigental Life of Cal... ccs ecw 289 
Ge OL WIPRIIAG 6 ik ecececscewiccewewes 283 
mroenix Mutual Life... «<<... ccecesc 262 
National Life of Vermont........... 261 
Gommonwealth Life ....ccccccvwene 238 
Mise BCHCHE Tl’. 66 os cick sec ceciane 235 
amen DBeUtdal TWll6. 2... cscs cccwces 223 
WR SPIT PCC. ok i cae nace nec oni 216. 
MNEHIEMEEG! oS. a. 6 cove hie'x S.¥d ols eco mate eve 213 
moutnwestern Eife 2.00085 ee ccc eee 207 
manners bite OF OWS. oi... ccccec ce 198 
manners Bite Of NOD. .csccccccccece 153 
Northwestern National Life........ 185 
Business Men’s Assurance.......... 171 
MRERORIOUT EMG! oie w vie rere ae ccc cece wes 162 
Braelicy Mutual Life... 3... eens 159 
Jefferson Standard Life............ 196 
Calif.-Western States Life.......... 152 
MEG TUCO! EAlO. 6 iss ccc cewnune 144 
Minnesota Mutual Life............. 137 
(SIR AT CSR Sai eater ean operon rae 136 
PERERA IRE oe bacco elo a as oe cme 6 131 
ETIUIAE PALO o.oo. 6 0:60arenadics. casas 3 


























No Personal Insurance 
Program Is Complete 
Without 
DISABILITY COVERAGE 


Your policyholders are good pros- 


pects. Complete their personal insur- 
ance programs by pointing out to 
them the importance of adding bene- 
fits for time lost because of sickness 
or accident. You'll find them keenly 
aware of their need for cash indem- 
nity in case of temporary or perma- 
nent disability. Any of our offices 
{in all principal cities of the United 
States, Canada, Alaska and Hawaii) 
will show policies which pay from one 
day to a lifetime, issued by the 
largest exclusive health and accident 
company in the world. 


Assets Over $38,000,000 
Surplus Over $12,000,000 
Income in 1944 Over $42,000,000 





Tune in! "FREEDOM OF OPPORTUNITY" 
Coast-to-coast over 226 stations of Mutual 


Broadcasting System. Every Friday night. 
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War Clause Is 
Eliminated by 
More Companies 


In addition to the announcements 
from 23 companies published in the 
regular edition of TNE NATIONAL UNDER- 
WRITER of Aug. 24, the following com- 
panies have taken action: 


AETNA LIFE 


Aetna Life has suspended the use of 
the war and aviation rider on new poli- 
cies. In case of special aviation hazard, 
Aetna will use the partial aviation rider. 


MUTUAL BENEFIT LIFE 


Mutual Benefit Life will attach no 
war rider to new policies unless there 
appears to be a definite extra risk of 
death from war, travel or aviation. 

At the same time the special limits 
for the issuance of new insurance were 
also removed, and present limits as to 
amount and plan are based on consider- 
ation of individual cases. The top 
amount of insurance in force on one 
life remains at $200,000. 

No action has yet been taken regard- 
ing riders on existing policies, but the 
status of those policies is now having 
executive consideration. 


BANKERS LIFE, IA. 


Elimination of the war clause from 
new policies issued to civilians has been 
announced by Bankers Life, Ia. New 
policies issued to people still in the 
services will contain the war clause. 
Civilians now engaged in aviation or 
contemplating entering aviation will be 
treated in the same liberal way as in pre- 
war days. 


EQUITABLE LIFE, IA. 


Equitable Life of Iowa will not in- 
clude a war clause in new policies ex- 
cept those issued to members of the 
armed forces. New applicants engaged 
in aviation are being individually un- 
derwritten. 


BERKSHIRE LIFE 


Berkshire Life has announced that 
no further war clauses will be issued 
except to males at insurance ages 15 
to 26 inclusive and to those already in 
the armed forces. 


FRANKLIN LIFE 


Franklin Life will issue policies with- 
out war and aviation exclusion riders. 
Applicants interested in aviation will be 
considered by the payment of extra 
premium dependent upon the type of 
risk involved. Consideration will be 
given within six months to the possibil- 
ity of removing war and aviation risks 
in policies heretofore issued. 


BUSINESS MEN’S ASSURANCE 


Business Men’s Assurance will no 
longer attach war risk supplements to 
life contracts issued to civilians regard- 
less of age. While this announcement 
does not affect policies now in force the 
end of hostilities will eliminate most 
situations in which the war risk supple- 
ment would limit the payment of pro- 
ceeds on civilian policyowners. 

This elimination of the war risk sup- 
plement follows closely B.M.A.’s recent 
announcement of extended aviation ben- 
efits to all those who now have or 
apply for accident insurance and the 
introduction of the new aviation acci- 
dent supplement which provides protec- 
tion for the pilot and the members of 
the crew. 


Frederick Bruchholz is seriously ill 
from a heart ailment in Minneapolis, his 
home town. He has been in bad health 
for over a year. Prior to that he had 
been in New York Life’s home office ed- 
ucational department. He was formerly 
agency director in Chicago and is a past 
president of the Chicago Association of 
Life Underwriters. 


The Little Gem gives the facts on some 
170 companies. $2.50 singly from Na- 
tional Underwriter. 











New Vistas 


The business of Life Insurance is one in which 
new vistas constantly are unfolding before our 
eyes, new horizons are coming into view. In the 
near future — post war — we will experience one 
of the greatest periods of expansion that our busi- 
ness has known. 

Twelve million men in the armed services have 
become acquainted with the benefits of life insur- 
ance, through their government policies, and will 
wish to increase their programs. 

Men everywhere will realize that, with the cost 
of living moving up to a new level, more insurance 
will be needed to assure their families the com- 
fortable situations they wish to provide in case of 
their untimely death. 

The expanded market, which will exist as a re- 
sult of these factors, will impose new obligations 
on companies, if the public need is properly to be 
served. We at the Great Northern Life are think- 
ing in terms of these new fields and new responsi- 
bilities. We intend to be ready for our new 
opportunity when it comes. 

Inquiries are invited from: California, Colorado, Idaho, 
Illinois, Indiana, Iowa, Kansas, Kentucky, Michigan, Min- 
nesota, Missouri, Montana, Nebraska, North Carolina, North 


Dakota, Ohio, Oklahoma, Oregon, Tennessee, Texas, South 
Dakota, Virginia, Washington, W. Va., Wis., and Wyoming. 


Address Jno. A. Sullivan, Vice President 


GREAT NORTHERN LIFE 
INSURANCE COMPANY 


110 S. Dearborn Street, Chicago 3, Illinois 
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THE FIDELITY MUTUAL 
LIFE INSURANCE 
COMPANY 


The Parkway at Fairmount Avenue 
Philadelphia 


o——_ 
E. A. Roberts, President 
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N.ALL.U. 
MEMBERS 


Sorry not to be able 
to greet you in per- 
son at the N.A.L.U. 
meeting this year 
but every Bankers 
Life man's heart and 
spirit is with you in 
your progressive ef- 
forts to add to the 
stature of our great 


business. 
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Dynamic Opportunity 
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If the beneficiary is 30 or over, pro- 
ceeds will be paid as a life income with 
either 10 years certain or on the install- 
ment refund basis. 

Mr. Crampton cited examples of un- 
wise beneficiary designations that have 
come to his attention. One concerns a 
major who took his limit of N.S.L.I. 
naming his wife as principal beneficiary 
and his son, Carl, as contingent. Just a 
few hours before. leaving for overseas, a 
second son, David, was born and it did 
not occur to the father to have the insur- 
ance changed. He was killed in action. 
The widow is under 30 so the govern- 
ment insurance is being paid to her at 
$55.10 a month for a period of 20 years. 
However, if she should die during the 
20-year period, the balance of the pro- 
ceeds will be payable to the older son. 
David can receive nothing from the in- 
surance as long as Carl is living. 

Under peacetime conditions it might 
not be important that later born children 
be left out of their father’s insurance be- 
cause he would be at home and able to 
correct the beneficiary shortly after a 
child’s birth. However, under war con- 
ditions the situation is different. 


Parent Eliminates Children 


It was customary for married men 
who had no children at the time they 
came on duty to name a wife as princi- 
pal beneficiary and the mother or father 
or someone else as contingent. This 
eliminates any later born children as 
long as the contingent is living. That 
would result in a serious injustice to sur- 
viving children if the contingent bene- 
ficiary should become the principal due 
to the principal’s predeceasing the in- 
sured. 

Mr. Crampton told of a man who des- 
ignated his wife as principal beneficiary 
and his father as contingent. A child 
who was born later was not protected. 
Even though the father should have be- 
come the principal beneficiary and would 
have turned the proceeds over to the 
grandchild, the settlement at the father’s 
age would have been on a life income 
basis with a maximum guarantee under 
the installment refund annuity plan of 
$10,000. If the child had been named as 
contingent, then the settlement to him 
would have been on a 20-year certain 
basis at the rate of $55.10 per month. 
The guarantee to the child as principal 
beneficiary would have been $13,224. 


Better to Name None 


The naming of one parent as principal 
beneficiary and the other as contingent 
may turn out disadvantageously, Mr. 
Crampton declared. He gave an ex- 
ample of an army pilot who was killed 
in action. He had designated his father 
as principal beneficiary and his mother 
as contingent. Under the law at that 
time the only settlement available to the 
father was a life income with 10 years 
certain. At the father’s age the pay- 
ments were approximately $50 a month. 
He will receive the income as long as 
he lives. However, if he should die be- 
fore the 10-year period is completed the 
mother would receive the balance of the 
payments for that period aggregating 
about $6,000 and then when she becomes 
about 60, the payments would cease. 

If the boy had named no beneficiary, 
the proceeds would have been paid to 
both parents equally. Assuming equal 
ages, the father would have got about 
$25 a month and the mother about $25. 
If the father should die after the 10-year 
period, then the mother’s share of $25 a 
month would continue to her for the bal- 
ance of her lifetime. If the father should 
die during the 10-year period, she would 
receive $50 a month until the end of the 
_ period and then $25 a month for 
ife. 

Although the installment refund set- 
tlement which became available Sept. 30, 
1944, will eliminate such inequities to a 
certain extent, it is not a complete solu- 
tion. If the boy’s death had occurred 
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The Wisconsin Life Insurance Company is in its 


second half-century of service. 


It has an outstanding 


favorable record in the matter of persistency of business. 

The persistency record of Wisconsin Life agents is 
as outstandingly favorable as is the record of its busi- 
ness. Of seven General Agents who have been with this 
Company 15 years or more, three have been with the 
‘Company less than 20 years, three over 20 years but 
less than 30 years, and one has been with the Company 


over 30 years. 
tions from other companies. 


Yes, these men have had many invita- 


They are happy in their present connection with 


She 


Wisconsin Life Insurance 
Company 


30 West Mifflin Street 


Madison 3, Wisconsin 
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To Policyholders: 


Security — Service — Low Net Cost. 


To Agents: 
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quality and volume. Retirement provisions for agents. 
Company financed training of new agents. 
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Established 1906 
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after Sept. 30, 1944, then the father could 
have elected to take the proceeds on the 
new plan. Settlement would be about 
$47 a month on a life income basis, but 
in the event of his death before $10,000 
had been paid out, the balance would be 
paid to the contingent. The number of 
payments would be 199 at $47 a month 
instead of 120 at $50 a month. Hence 
the difference in the guarantee would be 
the balance of $6,000 under the old form 
of settlement to the contingent, and the 
balance of $10,000 under the new form. 
However, it would be more equitable 
usually to have both parents named as 
principal beneficiaries so that both 
would receive ,an income for life rather 
than having one get a life income and 
the other receive only the balance of the 
certain period. 


Installment Refund Advantage 


Mr. Crampton cited an example show- 
ing the importance of the installment re- 
fund annuity. The wife of a doctor who 
was killed in action is over 30 years of 
age and the settlement to her must be 
on a life income basis. Prior to the en- 
actment of the new law, the refund pro- 
vision was that in the event of her death, 
the balance of 10 years payments would 
go to her son. When the 10 years were 
up the payments would cease and he 
would be denied any further benefits. 
The amount of payment under the 120 
month certain basis would have been 
about $42 a month to her. She has 
elected, however, to receive under the 
new plan and get $40 a month with a 
guarantee that those payments will con- 
tinue in the event of her death for 254 
months instead of 120. The child is 
guaranteed the balance of $10,000 in the 
event of her death while under the previ- 
ous plan he would have been guaranted 
the balance of only about $5,000. 

Mr. Crampton said that every man in 
the service with dependents has an 
amount of coverage, including pension 
benefits, equivalent to $25,000 or $30,000 
of protection. He urged life insurance 
men to emphasize to veterans that while 
they were in the service their families 
had this amount of protection and that 
people are dying in peacetime as well as 
during war. 

“During wartime you maintained this 
Protection for them from your meager 
service pay,” he said the agent might 
well point out. “Don’t you want them 
to be just as well protected now that 
you are back in civilian employment and 
earning more money?” 


Has Same Need as in War 


The man in the store, the shop, the 
factory, the office needs protection for 
his family as well as the man in uniform, 

Life insurance associations and com- 
vanies, he said, should at this time in- 
crease their efforts to acquaint service- 
men and their families with the import- 
ance of conserving their heritage of pro- 
tection. The tendency of the men upon 
leaving service is to take off their uni- 
forms, get rid of everything connected 
with the army and go fishing. Hence it 
1S important to reach their families and 
get them to bring their influence to see 
that the premiums are paid during this 
critical period. Mr. Crampton pointed 
out that when a man is discharged the 
Premium is paid for the succeeding 
month only. This means that within 60 
ays he must send a remittance to veter- 
ans administration. He said that while 
about half of the men discharged from 
service have expressed a desire to keep 
their insurance in force, fewer than 20% 
actually continue their premium pay- 
ments. The services, he said, should 
suggest to the men that from their final 
Pay account they authorize the payment 
of two or three months premiums in ad- 
vance to tide them over a crucial period. 
_. Mr. Crampton said it would be helpful 
if veterans administration and the serv- 
Ices could say to the men with absolute 
confidence that they should go to their 
local life insurance men to get the best 
counsel as to their N.S.L.I. 

He concluded with a statement that 
this is a dynamic opportunity for the 
agents of this country. 


Important Federal 
Tax Legislation 


(CONTINUED FROM PAGE 5) 


mium payment test” established by 
Treasury Decision 5032, followed by 
consistent amendment of the internal 
revenue code in the revenue act of 
1942 will produce a complicated, incon- 
sistent and discriminatory situation 
which the committee continues to urge 
Congress to correct; also amendment 
of the internal revenue code so as to 
clarify the definition of the phrase “pos- 
sibility of reverter.” 


Income Tax on Business 


Life men are vitally interested in the 
early return to a program of taxation 
which will enable business to play its 
part in providing the full employment 
so necessary to the continuation of 
individual programs of savings and life 
insurance protection. Some measure of 
relief is contained in legislation re- 
cently passed, which will grant a sub- 
stantial increase in excess profits tax 
exemption and otherwise amends the 
excess profits tax act so as to advance 
the time of postwar refunds and the ab- 
sorption of losses. These amendments to 
the law are designed to facilitate the 
reconversion program. The general feel- 
ing seems to be that the heavy tax load 
of corporation necessary to financing the 
war should be eased as quickly as pos- 
sible as an aid to reconversion. Support 
for this conclusion is found in the pro- 





“cedure now being followed by the Se- 


curities & Exchange Commission, which 
is projecting reorganization programs on 
the assumption that corporations will 
not be required to pay as income tax 
more than 40% of their net income. In 
general, it seems to be the feeling that 
the government will lighten the load on 
business to enable it to provide jobs. 
The committee is in accord with this 
policy and will seek to encourage it in 
every way possible. 


Income Tax on Individuals 


In contrast with the program of re- 
lief for corporations, it is not expected 
that individual income tax rates will be 
reduced to any great extent in the near 
future. The committee has requested 
its Washington counsel to arrange for 
an appearance before the joint commit- 
tee on taxation to urge consideration 
of a reasonable deduction for life insur- 
ance premiums in connection with fed- 
eral income tax returns. In view of the 
probability that individuals will be af- 
forded only slight relief with respect to 
income taxes at any time in the near 
future, this proposal is of major im- 
portance. This principle was first advo- 
cated when the 1942 revenue tax act 
was under consideration. It was ac- 
cepted in the victory tax, which was 
later repealed. In the last session of 
Congress and again in this session, bills 
embodying the principle but varying as 
to details have been introduced by Con- 
gressmen Goodwin, Keogh and Wicker- 
ham. The committee will continue its 
advocacy of a reasonable deduction and 
expects the active support of every life 
underwriter, particularly in the creation 
of a favorable public attitude toward the 
principle. 

Taxation on Installments 


In Treasury Decision 5231, issued in 
February, 1943, the commissioner of 
internal revenue acquiesced in the de- 
cision that life insurance proceeds paid 
in installments, pursuant to an election 
exercised by the insured, were exempt 
from income taxation to the beneficiary 
as to both principal and interest. To 
date he has declined to acquiesce in 
court decisions holding that such pro- 
ceeds are exempt from income taxation 
if payable as the result of an election by 
the beneficiary under an option’ con- 
tained in the policy. The commissioner 
may undertake further litigation or may 
request a settlement of the question by 
congressional action. Through its Wash- 
ington counsel, the committee is being 


ongratulations! 


Thanks to the National Association 
for continuing their efforts toward 
helping raise the standard of the 
business of life insurance selling. 


We as a Company are certain we 
have profited and we are constantly 
advocating Association membership 
to our field organization. 


Guarantee Mutual Life Company 
A. B. OLSON 


Vice President 


Organized 1901 OMAHA, NEBRASKA 











howe... 
fora LIFETIME! 


More and more agents are making the 
Midland Mutual their choice for a LIFE- 


TIME career in life underwriting. 


That's because they want a company in 
which they can place complete confi- 
dence, and in which every possible aid 
is a prime principle. 

‘A prosperous career with a pension 
for carefree retirement" is our slogan. 


THE MIDLAND MUTUAL LIFE 


INSURANCE COMPANY 
COLUMBUS 16, OHIO 
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THE HOME OF A PROGRESSIVE COMPANY 





Offering its modern Q. V. S. Compensation Plan, 
which pays substantially better than average for Qual- 
ity, Volume, Service; and which is especially designed 
for Agency Managers and Field Underwriters who 
want to progress. 


Address inquiries to W. V. Woollen, 
Agency Vice President. 


THE CAPITOL LIFE INSURANCE COMPANY 


Established 1905 
Clarence J. Daly, President 
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We'll see you... 
in Omaha 
for the 1946 Victory Convention 


We are pleased that The 
National Association of Life 
Underwriters has selected 
Omaha for its mid-year meet- 
ing next Spring. Nebraskans 
are already planning to make 
this a real Victory gathering 
which you'll never forget. 
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LINCOLN, NEB. 
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kept fully informed as to developments 
in the case. Its position is that install- 
ments composed of both principal and 
guaranteed interest payable under an 
option contained in a policy are exempt 
from income taxation regardless of 
whether the option was elected by the 
insured or by the beneficiary. 

In regard to legislation as a result of 
the Supreme Court decision in the 
S.E.U.A. case and the enactment of 
public law 15, the committee has kept 
in close touch with the committees of 
the two company organizations and has 
cooperated with them in every way 
possible in the development of a pro- 
gram in behalf of the life insurance 
business. 

It appears certain that a number of 
changes in National Service Life Insur- 
ance and the G.I. bill of rights will be 
considered by Congress in the months 
ahead. The committee stands ready to 
aid in every way possible in accom- 
plishing the legislative objective pro- 
posed by the association’s committee 
on veterans affairs and approved by the 
trustees. 

The report of the committee also re- 
views at considerable length the de- 
velopments in connection with Treas- 
ury Decision 5459. 

The sub-committee on pension trust 
law and legislation has continued its 
joint work with committees of the Life 
Insurance Association of America and 
American Life Convention. 

The Internal Revenue Bureau in June 
released a 45-page bulletin dealing with 
problems arising under 23(p) law and 
regulations. This bulletin, although 
highly technical and in part not clear, 
is “all to the good,’ the committee be- 
lieves. It will help those who design 
pension plans to protect the employer 
insofar as tax deductions are concerned. 

The bureau, in devoting time to the 
preparation of the June bulletin on 
23(p), found it essential at the end of 
last year to postpone final considera- 
tion of the inconsistency which arises 
from taxation of the cost of the insur- 
ance element of individual contracts and 
failure to tax the cost of group life. (It 
was also believed possible that the thor- 
ough study of 23(p) required to pre- 
pare the bulletin might throw some ad- 
ditional light on the subject of insurance 
costs.) Recently the committees suc- 
ceeded in setting up a brief conference 
with bureau representatives for the pur- 
pose of renewing conversations about 
the cost of life insurance. This whole 
matter is being brought up to date in 
the hope that through ruling, or through 
legislation, if necessary, a satisfactory 
solution can be found. 





Expect Training Program 
to Get Under Way in Fall . 


(CONTINUED FROM PAGE 5) 


education the activity will be assigned 
to a special committee on veterans’ af- 
fairs. 

The American Society of Chartered 
Life Underwriters is planning to ex- 
pand, encouraging eligible life under- 
writers to undertake its course of study. 
It is hoped to establish an institution 
such as the Banking Institute at Rut- 
gers where C.L.U.s can take refresher 
courses and keep up to the minute in 
their information. Eventually it is hoped 
to have a number of colleges and uni- 
versities conduct such institutes, accord- 
ing to Mr. Orr. 


Tells How He Hit High 
Mark in First Two Years 











(CONTINUED FROM PAGE 15) 


my efforts had been adequate. I was 
soon to learn, however, that you do not 
sell them all, but the percentage was 
sufficiently high to encourage me to 
study and drill for improvement in all 
angles of my presentation.” 

In contemplating the insurance busi- 
ness he found many problems which 
seemed insurmountable. Where and 





how do you find prospects? How do 
you approach a potential purchaser of 
life insurance? How do you convince a 
man that insurance is good property so 
that he will purchase in adequate 
amounts? What is the closing tech- 
nique in this type of sale? “I found the 
answer to all of these problems in the 
study and application of the basic plan 
which I was attempting to master,” Mr, 
Worcester says. 

“It was true that I normally reached a 
good market. My activity in civic af- 
fairs, membership in the country club, 
being identified with a service club—all 
of these began to pay dividends. Instead 
of having to build myself*into a market 
where there was substantial purchasing 
power, I found that I was normally and 
naturally in that market where the type 
of service I rendered was indispensable 
and appreciated. 


Makes Sale to Himself 


“After completion of my first two 
cases I became so enthusiastic on the 
complete estate analysis plan that I 
made the next sale to myself in an 
amount which at the moment seemed 
far beyond my means, but here again | 
learned that the struggle to pay premi- 
ums was a part of the price I must pay 
in my training process. 

“T kept very close to this procedure 
during my first year in the business— 
«studying, drilling and applying that which 
I learned, for although I began to feel I 
was ‘getting good,’ my manager assured 
me that until I had worked at least 25 
cases I would still not know what it was 
all about. I worked hard to get those 
programs behind me and finally suc- 
ceeded, and in review discovered that, 
while sales had resulted in only 17 of 
the cases, my volume on business writ- 
ten totaled $342,000 or an average of 
$13,710 for each program worked and 
better than $20,000 on those sold. The 
premium picture was equally gratifying 
—the total premiums on the 17 cases 
sold were slightly in excess of $10,500, 
or an average of better than $600 per 
program.” 


Classification of Prospects 


Mr. Worcester reviews the classifica- 
tion of individuals included in his first 
25 programs as indicative of the need of 
all men for this type of service. The 
group included managers and executives 
of hotels, department stores, a commer- 
cial sign shop, an automobile service 
garage, a wholesale hardware concern, 
an industrial corporation, a real estate 
development company, a large coal com- 
pany, a truck dealer agency, as well as 
some five salesmen, two physicians, 4 
traffic manager and proprietors of a 
variety of small individual businesses. 

“I was to learn early that there were 
by-products to the estate analysis proc- 
ess; that the prestige I created in serv- 
ing the owner of an industry would pay 
dividends in business that I would se- 
cure from other members of his organi- 
zation. A surprising number of direct 
sales in smaller amounts inevitably re- 
sulted.” 

Early in his new work he realized the 
value of membership in the local life 
underwriters association, and the 
knowledge to be gained by regular at- 
tendance at its meetings. Speakers 
from other sections of the country usu- 
ally bring new ideas which an alert pro- 
ducer may often work into his insurance 
selling portfolio. 


Works on 5% Plan 


Somewhere along the line—either at 4 
meeting of this type or in a monthly in- 
surance publicatiion—the “5% plan” 
came to his attention. It seemed to him 
that this plan not only offered sizable 
potential volume but should be well re- 
ceived by business because it offered 
some relief for the employer from the 
wage stabilization act, enjoyed definite 
tax advantages, and would improve em- 
ploye morale. Following a brief study, 
so as to be thoroughly familiar with all 
phases of the plan, he spent approx! 
mately two months in the field with it. 
It developed five cases for $450,000 vol- 
ume, with premiums aggregating ap- 
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proximately $14,000. Here again he in- 
terviewed each covered employe under 
the plan, which developed additional 
package sales and considerably enlarged 
his prospect list. 


Key-man Business Developed 


“In several instances the need of busi- 
ness insurance on the life of my client, 
or on the life of his partner or business 
associate, became evident, and so quite 
normally another by-product of my 
basic plan became business insurance. 
A discussion of this problem developed 
the wisdom in many instances of key- 
man insurance on valued employes. In 
addition to protecting the corporation 
against financial reverses suffered 
through the loss of a key-man, business 
is greatly impressed in these days of 
high taxes and low income return with 
the creation of non-taxable reserves 
which insurance offers. Further, while 
the premium does not constitute a de- 
ductible expense to a corporation, the 
proceeds, should death strike, become 
non-taxable surplus. So far only three 
key-men cases have been -consummated, 
but they have developed $85,000 in vol- 
ume with a premium of $3,000.” 

A sizable group case was a by-prod- 
uct of one solicitation. 


Value of Complete Records 


He early set up a complete record- 
keeping system arranged by days and 
months so that he would be certain to: 
(1) Mail birthday cards. (2) Call on 
clients and prospects just prior to 
change in age. (3) Contact clients per- 
sonally at least once in three months. 
(4) Follow clients for conversions regu- 
larly. (5) Remember anniversaries. In 
addition, in case of illness in a client’s 
family, the birth or marriage of a child, 
or the death of a son in the service, he 
has found it a “pleasurable duty’ to 
write a note or send some remembrance. 

Mr. Worcester’s records show that he 
has yet to experience a lapsed contract. 
“A simple answer may be that my 
clients were not sold a policy by me but 
they purchased protection and security 
for their families.” His premium pay- 
ments on all sales to date shape up as 
follows: 87% annual, 2% semi-annual, 
7% quarter-annual, and 4% monthly. 
“Here again it is my conviction that if 
your client appreciates and thoroughly 
understands the investment he is mak- 
ing, and you explain the advantages of 
less frequent deposits, you will experi- 
ence no difficulty in improving this pic- 
ture in your records.” 





“Town Meeting” Well Received 
Enthusiastic reception of the new de- 
partment in “Life Association News,” 
known as the “N.A.L.U. Town Meet- 
ing’ was reported by the committee on 


publications, headed by Wayman L. 
az Life & Casualty, Jacksonville, 
x 

This gives an opportunity for the 


presentation of expressions from mem- 
ber associations on problems affecting 
the business, which heretofore have been 
available only at the national council 
meetings held in connection with the 
annual and midyear meetings of the 
National association. 

Much valuable soliciting material has 
been received from successful producers 
in the weekly premium field as result of 
letters sent out by Executive Vice-presi- 
dent Rutherford and future issues will 
feature more selling articles written by 
Personal producers in both industrial 
and ordinary branches. 





Report of Women’s Committee 


Especial commendation to Marion S. 

berly, director of the women’s division 
of the Institute of Life Insurance, for 
the educational work which the institute 
Is doing among business and _profes- 
sional women throughout the country, is 
given in the report of Pearle E. Easley, 
Massachusetts Mutual Life, Oklahoma 
ity, as chairman of the committee of 
women underwriters. Miss Easley is on 
the advisory committee of the institute’s 
Women’s division. 

The committee enthusiastically en- 


War's End Brings 
Acid Test of — 
Manpower Program 


Now that the war is over and a flood 
of manpower is about to be released, the 
life insurance business faces the acid test 
as to whether past or present recruiting 
methods and selection processes will be 
of a sort that will maintain or improve 
the quality of the present field forces. 
This statement was made by Clancy D. 
Connell, Provident Mutual, New York, 
in reporting as chairman of the commit- 
tee on agency practices. 

The Sales Research Bureau, he re- 
marked, is engaged in a study of present 
aptitude tests. That study revealed the 
importance at the earliest possible date, 
to set up machinery for preliminary test- 
ing with present agents with a view to 
evaluating and checking the selection 
techniques that are now available. 
N.A.L.U. has been asked to cooperate 
with the bureau in this undertaking and 
Mr. Connell urged that the invitation be 
wholeheartedly accepted. Preliminary 
plans have already been made with L. S. 
Morrison, director of research of the 
bureau. 


Research Bureau Cooperation 


Mr. Connell recommended that 
N.A.L.U. continue close cooperation 
with the Research Bureau in conjunction 
with its committee on agency practices 


,and committee on agency management, 


in connection with problems involved in 
manpower in the postwar era. Also he 
recommended that all local associations 
and managers’ groups present to their 
members the findings of the present and 
future reports of the committee on 
agency management of the Research 
Bureau headed by Vice-president W. P. 
Worthington of Home Life. These re- 
ports should be opened to full discus- 
sion and action. 

Managers should be urged to accept 
their full share of the responsibility for 
maintaining and improving the quality 
of the field forces so that the field force 
will be in a position to make the home 
office management cognizant of its re- 
sponsibilities in avoiding indiscriminate 
recruiting, inadequate training and inef- 
fective supervision. Failure on the part 
of home office or field management 
would be calamitous, he said. 

Mr. Connell recalled that the commit- 
tee on agency practices has been in ex- 
istence 10 years. More than 60 compa- 
nies were signatories. Great benefits 
have come to the public, to the field 
forces and insurers as a result if the im- 
provements brought about by the agree- 
ment. 


Encourage Full-Time Representation 


At its midyear meeting in New York 
last March the N.A.L.U. committee re- 
affirmed. its belief in the value of the 
guiding principles set forth in the agree- 
ment and urged all members and compa- 
nies to continue compliance with its pro- 
visions. The belief was reaffirmed that 
full time representation in both urban 
and rural areas should be the long range 
objective and that everything possible 
should be done to encourage and pro- 
mote action with respect to adequate 
agent qualification laws. 

Mr. Connell mentioned the statement 
relative to postwar manpower that was 
put out by the Worthington committee 
July 11 and stated that there will be 
other important statements from that 
committee. He commended the report 
and pointed out that it concludes that 
mass recruiting and inadequate training 
and supervision in the postwar era 
would result in poor public relations, un- 
fairness to the present agency forces and 
excessive cost to companies and man- 
agers. 








dorses the national quality award and 
expresses the belief that all women un- 
derwriters will strive to qualify for it. 








Congratulations to the 


National. Association of Life 
Undorwnitors 


It is a direct tribute to Life Underwriters that Life In- 
surance is a leading business in the United States and 
Canada today. Half the population—men, women and 
children—now own Life Insurance. Such an impressive 
total, compared to 1918 when only 2 persons in 10 were 
policyholders, bespeaks a high degree of confidence in the 
integrity of Life Companies and the sound principles on 
which they operate. 


The Great-West Life’s share of this acceptance has been 
most gratifying, as a glance at the past ten years’ Busi- 
ness In Force figures will show: 


1934 .........$570,000,000 
1939 .........$625,000,000 
1944 .........$842,000,000 


This upward trend still continues. At the end of July, 
1945, the Company’s Business In Force was over 
$890,000,000. 


. 


‘GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG. CANADA 


LIFE INSURANCE ACCIDENT & HEALTH GROUP INSURANCE 

















SURRENDER!!! 


"Tite Tretia ae... oo ks os 
The Germans did......... 
"TR TIE. an icc ce es 0 cts 
The Americans... NEVER 


We fought for a way of life. 

That way cannot be described by one 
word, one picture, one book. It is too complex. 

But this we know—no matter how it is 
described, insurance has a very definite part in 
the plans. 

And as a progressive company, offering 
accident, health, and life insurance to the public 
and to industry, through a well-qualified agency 
force, we too have a definite part to take. 


Washington National 


Insurance Company 


Evanston, Illinois 
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Prestige May Mean 
Difference Between 
Success and Failure 


(CONTINUED FROM PAGE 21) 


Golden Rule.’ That’s been a good idea 
for 1900 years and it’s still good. Right 
will prevail. Following the Golden 
Rule, even when so doing seems not to 
be to your benefit, is a plan that in the 
long run pays off in dollars and cents! 


Part of Daily Thinking 


Most everyone some time or other has 
used, or at least has believed in the prin- 
ciples of this creed, but until one makes 
these or similar principles a part of his 
daily thinking and life, he cannot expect 
to have a permanent happy and success- 
ful personal and business life, Mr. 
Choate pointed out. 

Having been in the life insurance busi- 
ness for nearly 24 years, Mr. Choate 
feels that service to others, and prestige, 
are the most important assets of the life 
insurance man or woman. 

Naturally, one’s knowledge of the 
business is fundamentally important 
after one has been given the opportunity 
to meet his prospective client, or further 
serve his policyholder. 

“Because of my philosophy and belief 
that the law of compensation never fails, 
I am alert to opportunities to serve, re- 
gardless of my personal time, which is 
all that a life insurance agent has to con- 
duct his business,” he declared. 





War Bond Service 


To bring home the importance of 
service to others and prestige gained 
through it, Mr. Choate related his ex- 
perience in war bond sales. Last year 
he devoted at least 80% of his time to 
war bond sales work but in the balance 
he was able to write $214 million life in- 
surance, although none of it came from 
his war bond activity. 

As the Treasury Department’s repre- 
sentative at the California Shipbuilding 


Corporation with over 42,000 employes, | 


not only was Mr. Choate able to help 
stimulate the sale of $48 million “E” 
bonds to employes but he was fortunate 
enough to make many friends. At a ship 
launching tied in with a war bond pro- 
gram which was attended by outstand- 
ing southern California business men, 
the general manager of Calship paid Mr. 
Choate a tribute that any business man 
would cherish. More prestige was built 
on that day than a life insurance man 
could hope for in a lifetime—and it came 
through service. 


Urges Bond Cooperation 


“The Calship incident may seem to be 
only one opportunity in a lifetime, but 
honestly, men and women of our pro- 
fession, it is not the size of an organiza- 
tion that is important, and I could give 
you so many illustrations where many 
smaller ones in the long run can mean 
just as much.” 

In the seventh war loan Mr. Choate 
was appointed Treasury adviser to the 
entire shipbuilding industry. “The pub- 
licity and many pictures used in the 
newspapers and magazines have given 
me an entree that will be of great value 
to me in the years to come,” he ob- 
served. 

Mr. Choate urged that life insurance 
people actively support the eighth and 
possible ninth war loans. “I can assure 
you from considerable experience that 
you will be helping to pay a debt to our 
boys who know there is no profit in 
death. If you will try as hard to sell 
war bonds as you do to sell an insurance 
contract, you eventually will discover 
that these hours given away to the war 
finance committee to help in our na- 
tional emergency will be the most finan- 
cially profitable hours of your life. There 
is a reason, of course. The reason is 
that service and a proper philosophy of 
life build prestige, and prestige is the 
insurance man’s greatest asset,” he as- 
serted. 


Sales Plans Plus Service 
Equal More Sales 





(CONTINUED FROM PAGE 4) 


probably come away with the business. 
It isn’t greatly important in these cases 
what kind of policy you have to sell, or 
what company you represent. In these 
cases, it is your service which is help- 
ing you develop the business, and if you 
have handled your business properly and 
earned the good will of your policyhold- 
ers, and if your service is such as to 
make you deserve the business, you 
will get it. 


Collection Book “Gold Mine” 


“What wouldn’t the average ordinary 
agent give for the industrial agent’s col- 
lection book, with its 1,000 to 1,200 
names and addresses of policyholders al- 
ready acquainted with the company, al- 
ready doing business favorably with the 
company, and with entry into the home 
or place of business once a week or once 
a month already established? Here is a 
gold mine of prospects, and the debit 
man who regards it as such and treas- 
ures it accordingly, invariably comes up 
with the rich ore of new business.” 

It is not at all unusual for the indus- 
trial man to be asked to write additional 
insurance. If he conducts himself prop- 
erly, makes collection calls promptly and 
on schedule, gives adequate and under- 
standing service in all matters of detail, 
then it is only natural that his policy- 
holders will think of him first in connec- 
tion with any new insurance, and will 
recommend him to their friends. 


: Exposing Himself to People 


“Of course it is not all that easy,” 
Mr. Caldwell commented. “The indus- 
trial agent has selling problems, too. 
When business gets tough, then can- 
vassing takes on greater weight, and he 
has to get out the old canvass card and 
go to work. That always produces re- 
sults, and here again, it is a case of the 
agent exposing himself to people. In 
my opinion the life insurance business 
is the easiest in the world in which to 
make a lot of money, and the hardest in 
which to make a little money. 

“The successful agent must devote 
some of his time to the purchasers of 
more substantial amounts of life insur- 
ance. You don’t have to sell these peo- 
ple on the idea of life insurance, but you 
have to show them what the plan will do 
for them and theirs, how it may safe- 
guard their other assets, how it may 
save taxes, how it may absorb the shocks 
of death in a business, and perform spe- 
cific advantages for their dependents. In 
program selling, it is, for instance, nec- 
essary to point out the possibility that 
things may happen to prevent his send- 
ing that boy to medical school or that 
little girl to a finishing school. Painting 
the visions in reverse sometimes will 
change the prospect’s thinking entirely 
and motivate him to action. 

“If I were to select the one most pow- 
erful argument for the sale of life insur- 
ance, I should say it is the idea that the 
average man does not accumulate in his 
lifetime a sufficient amount of money to 
leave his family well provided for. I 
have built more sales around this idea 
than any other and, when used with the 
enthusiasm which any man should feel 
for his job, and which every salesman 
must feel toward every sale, it will 
greatly improve any man’s results. 

“If I were to select the most vital 
point in the making of a sale, I should 
say it is the first five minutes. Here we 
make either a favorable or-an unfavor- 
able impression, not only for ourselves 
but also for our proposal and our com- 
pany. It is most necessary that one do 
everything just right in the presence of 
the prospect. Your appearance and your 
actions at this point weigh deeply in his 
mind, and your progress will be much 
easier and much speedier if you get off 
to a good start. 

“Tt takes selling, and it takes service; 
and the better job we do with the latter, 
the more sales we make.” 
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Enjoy ‘Total Living’? with peace of 
mind. Beneficial representatives are 
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